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Influence Public Demand for Styles 


town? Does the public run your store or do 

you run it yourself? Do the local merchants, 
yourself included, work along with one ear open up all 
the time to hear the call of public whim? 

This perhaps is putting it a little strong inasmuch 
as it is always to be recognized that you cannot ab- 
solutely force people to buy; but you can guide the 
crowd by pushing it along steadily the way you want 
it to go, and you can do this with multiplying effect 
if you all work together. We fully believe that shoe 
merchants in general for some years past have failed 
to take advantage of the possibilities in directing 
trade and guiding it, within the limits of reason. 

Merchants the past two months have been too 
anxious; they have chased after every whim that came 
up, in a vain effort to stimulate sluggish trade. Under 
present conditions shoe selling is occasionally bound 
to be a little bit dull. This must be taken into 
consideration. There are occasions when the com- 
munity is apparently surfeited with shoes, and when 
no concessions in price and no dangling of new styles 
before the eyes of the public will bring much of a rush 
in shoe purchasing. Many a good style worthy of a 
long run is killed by the effort to force it. Let it 
develop safely, sanely and in season. Consider the 
great fact that in all modern lines of merchandising 
slyle is an element of vast importance. It necessarily 
follows that unless the shoe dealer not only keeps 
up with fashion so far as knowing in a general way 
what the new things are, but also uses a strong 
guiding hand in informing and directing public taste, 
he will be at the mercy of all imaginable public whims. 


\ HO is it that sets the shoe styles in your 


Here is one point which offers the strongest of 
inducements for the formation of local organizations 
of shoe merchants. There are scores of towns where a 
frank and free meeting of dealers, a thorough talking 
over of the situation, and an agreement faithfully 
carried out to work in a general way toward con- 
sistency in styles, would save thousands of dollars 
in the aggregate, which would go to the right side 
of the profit and loss totals of the trade in that town. 

The retail merchant must have more to say about 
what shall be considered the proper style in shoes. 

We believe that in the beginning of the present era 
of possible freaks, if efforts had been made by leading 
shoe stores to get it fixed in the public mind that a 
freak shoe was not an article which should be worn 
for formal dress by people of taste, the freak would 
have been put in its proper place. Freaks and ex- 
treme novelties would still have sold because some 
people, young men, for instance, and a good many 
women, are fond of cutting loose with something 
fancy. They could have indulged their whims with- 
out overturning or even jarring the foundations of 
good taste in dress, and without creating such a rush 
for freaks as to upset and demoralize the shoe stocks 
of the whole nation. Consider well the new styles, 
test them out, develop the practical style and boycott 
the freak that disregards fitting values and the first 
principles of good taste. 

You have to supply public demands; that is per- 
fectly true. We have this fact in mind always; but 
keep this other fact also in mind, that while you can- 
not compel the public, you can influence and guide and 
sway the public, if you go at it in the right way. 
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Stimulus to Excellency Through 
Competition 


E are now seeing brought to fulfillment a wonder- 

ful plan of clinching the trade of the world. 

England is to be congratulated. She comes out of the 

war with the best of all of the spoils. She finds 

herself in possession of “an empire of trade” and 
starts right out to make it hers forever. 

One of the keenest trade observers in England 
told us that the world’s business was right in the 
hand of England and her colonies, for “‘any ship 
flying the British flag was able to make a home port 
on any sea.” 

The business of the world with this wide flung 
ownership of markets makes possible a tremendous 
business in practically every product used throughout 
the world. Business on this plan can hardly be called 
foreign business because there will be reciprocal ar- 
rangements between the colonies advantageous to the 
empire and every English colony is sold on the idea of 
trade within the empire. 

And where does the United States find itself in 
world trade today? Im a place of “magnificent 
isolation.”” To the average manufacturer in the 
United States, the home market of 110,000,000 
people is all that can be visualized. With a little 
more overproduction and under consumption, a little 
more high cost of overhead, cost of taxation, and the 
sweet little home market will look like a Swiss cheese. 

The problem of exchange is no nearer to solution 
today than a year ago. The “Recorder” pointed out 
that the artificial barrier of exchange formed the 
greatest protective tariff around any foreign market 
that the world has ever known. By evident laws of 
finance, the British pound should today be worth 
its normal value. The same is true of the Canadian 
dollar. Supply and demand, debts and currency, may 
be said to have everything to do with exchange, but 
fundamentally, confidence is the keynote of the value 
of any foreign currency. If the truth were to be told, 
the British pound today is worth every cent of its 
normal value, and could be made so but for the 
financial gymnastics of certain great minds that see an 
advantage in keeping the pound down. 

We heard in England the familiar cry, ““English goods 
for Englishmen.’’ We hear in Australia, “British 
goods for Australians,’ and we hear in Canada, 
“Canadian goods for Canadians.’’ Well and good, as 
an immediate plan for the restoration of the strength 
of the country and for the settling up of debts. 

But we can see in the plan certain features that are 
not advantageous even to the peoples themselves who 
utter the protective slogans. We heard Sir George E. 
Foster, Minister of Trade and Commerce, in Montreal 

make the remark, that it was a fine record to the 
credit of the Canadian shoe business ‘‘that they had 
captured 95 per cent of their domestic business.” 
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He thought that it was perhaps better in the long 
run, however, “that all of the shoe goods consume 
in Canada should not be of Canadian manufactur: , 
but that Canadian factories and stores should hay» 
the stimulus to excellence which comes from con - 
parison with a certain quality and quantity of outsic. 
manufactures.’ Certainly, Sir George Foster struc 
the keynote of an excellent trade program for any 
country. “The stimulus to excellence which comes fro 
comparison with the quality of outside manufactures ” 

In the shoe industry in the United States there is an 
openmindedness on comparisons of quality and pric: .. 
The shoes of the world come in free and we can see , 
great increase in our imports of footwear the next yea. 
A Canadian manufacturer just across the line wii) 
his dollar 12 per cent below ours is not going to } 
backward about finding a favorable market in tl 
States where he can offer the merchant this ai- 
vantage plus the advantage that comes through a 
more favorable price on kidskins. There have been a 
number of British factory agents on this side of the 
water and from the samplings there is bound to be a 
growing business. 

All in all we stand in the position of being the world’s 
great amateurs in export business. No doubt we will 
learn in time but it will only be when stern necessity 
makes imperative our intelligent handling of export 
business. 

We feel that every business man in the United 
States should increase his interest in export business. 
We have had quite enough of the reactions of the war 
with their false standards of what is real prosperity. 
What we need is a national consciousness of the fact 
that there is a whole world to do business in and that 
the prosperity of our people necessitates such export 
activity as will keep our mills, factories, stores and 
wage envelopes in continuous activity the year 
around. We must realize the inter-dependence of 
business the world over and must re-encourage faith 
in industry so that better service can be rendered the 
public. 





How About Sixty Days from 


Now? 


HE chairman of the Hamilton County (Ohio) 
Fair Price Commission stated to the Cincinnati 
Post, on July 19: 

“The commission has noticed a drop of 50 per cent 
in the price of shoes at local stores.” After giving 
some credit to Summer sales, home-grown vegetables, 
etc., for price declines, he continues: 

“We believe it is due partly to our efforts that 
prices are falling.” 

This modest gentleman lost a fine opportunity. 
He might have credited it all to Government activity. 
He might have put in a word of high praise for ihe 
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Modern Saint George who slew the High Price Dragon 
with a puff of wind. 

The Cincinnati Commercial Tribune of July 20 
more generously gave entire credit to the commission. 
That paper declared, in its head line, that the Com- 
mission had reduced Shoe Prices Fifty Per Cent. 

(ther newspapers, no doubt, will amplify the praise. 

‘he newspapers are misinformed. They believe 
th: t they are giving their readers the “news.” It is 
un‘ortunate that some newspaper writers are given 
to -xaggeration. They like to “color” a story and 
ad to its sensationalism. In the Cincinnati case the 
Tribune ‘“‘amplified”’ in its re-write from the Post. 

shoe men are silent. Evidently they are willing 
th: the public be told only one side of the story. 
Evilently the shoe trade submits to the newspaper 
dec'aration and will permit the impression to prevail 
thai the fair price commission has cut shoe prices in 
halt. 

‘The average person believes that the shoe trade is 
guilty. He denounces shoe men as “robbers’’ and 
“profiteers.”” Hearing no objection he.considers his 
accusation justified. 

Yes, the prices are coming down on some shoes, 
and 50 per cent is about the proper figure. But, it’s 
largely dump stuff. It’s mostly undesirable mer- 
chandise. 

It seems to me to go far and away beyond any 
Government activities. It goes back to war times, 
when shoe manufacturers, patriotically co-operating 
with the War Board, limited styles. No new lasts, 
no new patterns, limitation of colors, plain—severely 
plain—shoes only were made. Merchants bought 
heavily and jobbers over stocked. 

The war ended. Re-action came. Consumers 
suddenly ceased buying. Result—big stocks on mer- 
chants’ shelves and in jobbers’ warehouses. Jobbers 
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began to offer concessions. Merchants became doubt- 
ful of the market. Consumers stood pat. 

Wanamaker made his famous 20 per cent price 
cut. Nemours threw into the market five millions 
in shoes bought, no doubt, on speculation. 

Newspapers everywhere heralded the news that 
shoes were coming down. Merchants, panicky, be- 
gan canceling. Manufacturers finding banks tighten- 
ing up unloaded to shrewd job-lot sellers. The Big 
Show was on! 

And the politicians protruded chests and cried: 
“Look what we did! Pin a rose on us!” 

That’s how it looks to an outsider. 

By the way, we notice that those dignified, panic- 
proof merchants who operate on a conservative, staple 
basis are selling shoes at about the same old prices— 
$10.50 to $14.00—and some de luxe grades at from 
$15.00 to $21.00. 

Our unsought advice is “Sit steady in the boat— 
don’t rock. Clean stocks now of all undesirable stuff. 
Get your eye on the calendar. Only a few weeks to 
Fall and Winter. Get some shoes for the folks who 
will need them about 60 days from how. Get what 
they want, too. You can’t sellum if you haven't 
gottum.”’ 

And, finally, disregard the yawping of political 
self seekers. They are not kidding anyone but 
themselves and their superiors who never listen to the 
voice of the people. 





When Business Is Dull 


Whenever business is dull look about for the reason. 
You will find as a rule it is due to some shortening such 
as listed here: 

Is the advertising of your store well written? 

Is the merchandise desirable as it should be? 





Getting Back to a Turnover Basis 
From address delivered before Chicago 
convention by E. W. Hertzler, presi- 
dent of the Iowa Association. 

School of Education Suggested for Merchants 52 
Constructive suggestion made by 
Harry I. Thayer, president of the New 
England Shoe and Leather Association 

* at Syracuse Convention. 

Average Cost of Store Operation 24 Percent 55 
New figures published by Harvard 
Research Bureau. 


N.S. R. A. Pamphlet Advertising for Mer- 


National Association broadens’ scope 
of its Good Will Ad Service. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


The Price Trend from the Banker’s View- 


‘Note Carefully 


From address of Julius Wangenheim 
before California Convention. 


Articles 
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circuit is completed, with comments or sug- 
gestions, if any. 
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School of Education Suggested for Merchants 


Y subject—‘‘Co-operation Between the Shoe 

M Retailer and the Tanner’—is one of very 

great magnitude, and yet in many ways 

very little considered, not because you have not 

thought how to co-operate with the tanner, but 

because no way has been at your disposal to bring it 
about or, perhaps, to develop co-operation. 

In my experience it has been evident many times 
how little the retailer is informed as to the fundamen- 
tal facts relative to the tanning and production of 
leather, the various kinds of raw 
material used, also the different 
tannages that tanners have for 
the manufacture of these various 
lines of leathers for shoes which 
you all handle daily and distribute 
to the consuming public. 

It will not be my privilege to go 
into detail regarding raw ma- 
terials, tannages, etc., today, ow- 
ing to the limited time that I have 
to talk to you. It is my desire, 
however, to mention a few specific 
instances along the line of the 
true value held relatively by 
different tannages and raw ma- 
terials. 


The Importance of Leather 
Knowledge , 


One day in conversation with 
the brother of a clerk who had 
worked in a retail shoe store for 
nearly twenty years, I was asked 
what kind of leather was in the 
shoes that he wore. On examination it appeared to be 
French calf. He said that his brother had looked at 
them and told him they were “gun,”’ presumably 
meaning gun metal. 

This incident brought forcibly to my mind how im- 
portant it is for salesmen in retail shoe stores to be 
familiar with the various kinds of leather and tan- 
nages. Of course, the buyer for the store knows these 
things. If he did not, he would not be the buyer, but 
1 feel from my personal experience and conversations 
had with people in the various retail stores through- 
out the country that the technical facts regarding 
these subjects are not intelligently understood by 
many shoe salesmen. 

For many years all glazed kid was known as ‘“‘vici 
kid.”’ “Vici” is a reputable line of glazed kid chrome 
tanned, of high standard, widely distributed and 


Harry I. Thayer Drops Valuable Hint in Speaking at Syracuse Convention 





HARRY I. THAYER 


President of the New England Shoe and 
Leather Association 





probably better known than any other line of glazd 
kid in the market in times gone by. But for years «|] 
glazed kid was called by many retail salesmen “vici 
kid.” Today there are many lines of this leather, :.|] 
having different names and presumably differe:)t 
characteristics, with one line having qualities move 
suitable for one retailer than for others and for th:t 
reason the glazed kid industry and market has grown 
continually. 

Dull leathers like cabrettas or goatskins or calf 
have a_ similar look in the 
finish but are very material'y 
different because of the basis 
of raw material and method 
of tanning. 


Salesmen Should Take Course 


The point I wish to make is that 
if it were possible for every retail 
salesman, in every shoe store in 
this country, to take a technical 
course in the different kinds and 
relative qualities of leather, the 
style shape and fitting qualities 
best adapted to the feet of the 
customers of the retail merchants 
in the various localities, which no 
doubt vary, and a system whereby 
value would be thoroughly in the 
minds of these salesmen, it would 
be helpful not only to the pur- 
chaser and the retailer, but it 
would strengthen the position of 
the shoe manufacturer and tan- 
ner. 

Would it not be possible to institute some kind of 
continuation schools, centrally located in the various 
districts throughout this country, where salesmen 
could attend at certain hours when they were not 
busy in the store listening to and taking notes on lec- 
tures by leading shoe retsilers and manufacturers and 
tanners and seeing practical demonstrations by last 
mer, machine men, etc. 

1 do not think it would be going too far to suggest 
that some large educational institution be founded 
and established along these lines solely for shoes and 
leather, scientifically and technically studied by young 
men for service in the tannery, shoe factory, and retail 
shoe store. I believe service obtained from an institu- 
tion of this kind is beyond comprehension in our minds 
today, but it is the thought I wish to convey to you 
that such co-operation would be of unlimited value. 
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Runway Background at the Boston Style Show, Showing Doorway from Which the Models Emerged 


Personal Observations at the Boston Style Show 


By AN ORDINARY WOMAN 


AM just an ordinary every day woman who 

knows very little about the technique of shoe- 

making and when I was assigned to cover the 
National Shoe and Leather Exposition and Style 
Show at Mechanics Building, Boston, during the week 
of July 20-24 inclusive to be perfectly candid I had 
my doubts as to my ability to do it justice. But the 
moment I came into Paul Revere Hall and looked 
around I knew I had some live material to work with. 
The beauty of the exhibits, the arrangement of the 
booths, and the attractiveness of the shoes themselves 
made an especially appealing combination. 

To begin with I was instantly attracted by the 
Lynn Shoe Manufacturers’ Exhibit. Along the wall 
was a scenic effect showing Lynn factories in front of 
which was a runway where the girls walked up and 
down showing the different styles of shoes made in 
Lynn. In front of the runway were stands on which 
shoes were exhibited, five footwear styles by each 
manufacturer, with boots made of calfskin in black 
and brown in the ten-inch length as an especial feature. 


Women who have a keen sense of value will instantly 
realize how useful these boots are. With good 
sensible heels and enough toe room to give comfort to 
the foot, they ought to make walking a pleasure 
instead of the torture it seems to be with some of the 
freakish modes with which women now very often 
weary themselves. 


Kid Boots Attractive 


I must tell you first about the Kid boots in colors— 
gray, blue, brown and morocco. Made in 8, 9, 9144 
and 10 inch lengths, with fitted tops, they are going to 
be very popular this Fall and Winter. At least, that 
is my opinion. With short skirts, they will be unusual- 
ly appealing. They will sell at retail around $18 and 
I should think would be worth all of that price. 

Away across the hall, in the last two rows, the 
Haverhill manufacturers’ exhibit was arranged so as 
to bring out the full value of Haverhill made shoes. 
Most of the Haverhill manufacturers featured oxfords 
in all the various styles. Some of them were inclined 
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BLUE AND WHITE 


Boulevard blue kid with white kid collar, 

lace stay and foxing. Pinhole perforation as 

a smart innovation. Shoes by Laird, Schober 
& Co., Philadelphia 





GREEN AND WHITE 
A new combination with all the trimmings 
in green kid over white kid. Shoe by Laird, 
Schober & Co., Philadelphia 








to show fancy slippers with high and low heels and 
different ornaments in all the various colors imagined 
for indoor and party use. Some of these can be worn 
outdoors during the Fall and Winter. I may be 
entirely wrong in this, but as you know women wear 
shoes during the Fall and Winter months which are 
more adapted to ball room use than for the open air. 

Next to boots, the footwear which attracted me 
most at the exposition were brogue oxfords made 
in calfskin and ‘kid with just enough perforations to 
make them different from the ordinary oxford. Some- 
how or other these brogue shoes remind me of a house 
built for comfort where everything is styled correctly, 
yet is built so that with all the comfort you still retain 
art. It seems to me that brogue oxfords are going to 
be a mighty popular shoe for Fall. 

A Hint of Spring 

Another good looking, sensible oxford was a plain 
tip shoe made of kid with either cuban or military 
heels. These shoes, to my mind, are the forerunners 


of what women are going to wear next Spring. They 
are very light, flexible, and if properly taken care of, 


will be extremely graceful in appearance. I have a 


pair of kid oxfords at home and have obtained a good 
deal of enjoyment out of them, and I know well that 
when other women realize how comfortable they are, 
they will get the same pleasure with them that I do. 

Pumps with and without straps were shown by a 
great many manufacturers in kid, calf, cloth, and 
suede. Any woman who has worn plain pumps will 
certainly appreciate the pump exhibited at the show 
with one, two, or three straps. This seems to be 
about as sensible a move as has ever been intro- 
duced. The woman who wears pumps during the 


day time ought to buy the ones with the straps be- 
cause they certainly help to keep the shoes on the 
feet, especially when getting on or off the strect 
cars. Another good recommendation for these 
particular shoes is that they will not work loose, 
thus wearing out the heels of the stockings. 


Buckles Are Beautiful 


And while I am talking about pumps I must tell 
you about the beautiful buckles on exhibit. Made in 
every size from the butterfly to the large steel shape 
and priced from 65c to $75 they add a touch to pumps 
which takes away that bare look. I could hardly get 
away from the beaded designs and when I saw the 
rhinestone buckles—well—I wish I had the price. 
That buckles are selling and will sell big goes without 
saying. 

Sport Shoes For Business 

I wish somebody would introduce a modified sport 
shoe for business wear. Some of the models shown in 
kid and buck, with calf trimmings and military heels, 
looked as though they might be worn almost any time, 
expecially those in black and white. There were also 
some in blue and white, green and white, and brown 
and white, with good sensible roomy toes and military 
heels. 

There were noticeably few boots and shoes with the 
extreme French vamps. The shoe manufacturers 
evidently have realized that French vamps and Ameri- 
can feet don’t go together and if they want to stay in 
the shoe business they must sell shoes that the 
American women will buy, and I doubt very much, 
judging from my own experience, if the French styles 
will ever be taken up by women of this country. 

HELEN McCALL. 
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Photo Taken at the Banquet of the Illinois Shoe Retailers’ Association, Held in the Gold Room of the 
Congress Hotel, Chicago, July 14 





Average Cost of Store Operation 24 Per Cent 


So Declares Harvard University’s Bureau of Business Research 
After Making 1919 Survey 


of operating a shoe store in the United States 
was 24 per cent, according to the finding of 
Harvard University’s Bureau of Business Research. 
The bureau has just published No. 20 of its series of 
pamphlets devoted to the retail shoe business—this 
particular pamphlet being devoted entirely to “Op- 
erating Expenses in Retail Shoe Stores in 1919.” 
After the introductory paragraphs the operating 
costs are summarized in the following table: 


Net Sales=100 Per Cent 
Lowest Highest Common 
4. pode 14.91% 8.3% 
3.29 0.5 
Adv ertising.. , 7.85 1.3 
/rappings and other selling ex- 
pense 0.05 1.17 0.2 
Total selling expense : 17.5 10.3 
Delivery Expense as 1.75 0.3 
Buying, Siuskgemont and Office . 
salaries 0.55 9.68 4.2 
Office supplies, other buying 
and management expense... 0.0 2.27 0.3 


[) cover the year 1919 the total average cost 


Total buying and management 


Rent.. ae 
Heat, light and power. 0.1 
Insurance (except on buildings) 0.07 
Taxes (except on buildings, in- 
come and profits).......... 0.04 
Repairs of store equipment. . . 0.01 
Depreciation of store equip- 
ment.. nied die, wa h4/a"s ae 
Total interest . » os O45 
Total fixed charges and upkeep , ‘ 
Al 
Miscellaneous expense........ 0.07 
Losses from bad debts........ 
Total expense 


Pe SCH  JW060-) 
ee AN NORCO 


fe PP Pe re. 
we 
a 


Sar Be Oe Petr 
CNR Rh CW Nm NNwn 


to 


“In 1919,” the pamphlet continues, ‘“‘the total ex- 
pense of operation in these retail shoe stores ranged 
from 13.62 per cent to 35.63 per cent of net sales. 
The common figure was 24 per cent. 

Grouping the stores according to the volume of 
sales, it appears that in the stores with sales between 
$30,000 and $59,000 a year in 1919, the common figure 
for total expense was about 23.1 per cent of net sales. 
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In stores with sales less than $30,000 a year, the total 
expense generally was slightly under 24 per cent. In 
the group of stores with sales between $60,000 and 
$149,000 a year, total expense commonly was about 
25.5 per cent of net sales; and in stores with sales of 
$150,000 and over, total expense centered around 
25.8 per cent. It is apparent from these figures that 
total expense was slightly higher in the stores with a 
volume of annual sales above $60,000 than it was in 
the stores with annual sales of less than $60,000. 

A comparison of the statements from stores that 
reported for both 1918 and 1919 showed that total 
expense was approximately the same in percentage of 
net sales in both years. 


Selling Expense 


The largest single item of expense in the shoe trade, 
as in most other retail and wholesale businesses, is 
wages of salesforce. This includes the payments 
made to salespersons and also a portion of the pro- 
prietor’s or partners’ salary in proportion to the time 
spent in selling. In 1919 the lowest figure for wages 
of salesforce was 4.79 per cent and the highest figure 
14.91 per cent of net sales. The common figure was 
8.3 per cent. 

A comparison of the reports from identical stores 
for the years 1918 and 1919 showed that there was 
little difference in the expense for wages of salesforce, 
in percentage of net sales, in these two years. 

Advertising expense in 1919 varied from 0.03 per 
cent to 7.85 per cent of net sales. The common figure 
was 1.3 per cent. This is approximately the same per- 
centage as has been shown for advertising in previous 
compilations by the bureau for the retail shoe trade. 

A special inquiry was made this year regarding the 
advertising mediums used by shoe retailers. Answers 
to this question were received from one hundred and 
eleven retailers. Of these, ninety reported that 50 
per cent or more of their advertising expenditures 
were used for newspaper advertising. Thirty-one 
stores, over one-fourth of the total, spent from 90 
per cent to 100 per cent of their advertising expendi- 
tures for newspaper space. 

Six stores stated that they used trading stamps, 


’ with wide variations in the proportion that this item 


made up in their advertising expenditures. In one 
store trading stamps constituted 2.5 per cent of the 
advertising expenditures; in another store 80 per 
cent. Five stores reported the use of premiums; two 
used 5 per cent of their advertising expenditures for 
this purpose, two 10 per cent and one 29 per cent. 
Forty-five stores reported novelties; in three-fourths 
of these stores, not over 15 per cent of their advertising 
expenditures were used for novelties. Forty-seven 
stores stated that they used circular letters; over one- 
half of them spent not more than 15 per cent of their 
advertising expenditures for such letters, and most of 
the remainder not over 25 per cent. Thirteen stores 








’ stated that they used street car cards, the proportion 
of their advertising expenditures used for this pur- 
pose varying from 2 per cent to 50 per cent. In most 

of the stores from which information was obtained. 

the advertising copy was prepared by the proprieto: 
or a partner in the business. 

Wrappings and other selling expense ranged fron: 
0.05 per cent to 1.17 per cent of net sales in 1919 
The common figure was 0.2 per cent. For total sellin: 
expense the common figure in 1919 was 10.3 per cen‘ 
of net sales. 


Buying and Management Expense 


Buying, management and office salaries range: 
from 0.55 per cent to 9.68 per cent of net sales. Th: 
common figure was 4.2 per cent. For office supplies 
and other buying and management expense the com- 
mon figure was 0.3 per cent, and for total buying and 
management expense the common figure was 4.5 per 
cent of net sales. 


Fixed Charges and Upkeep Expense 


For rent, which includes a charge whether the store 
is leased or owned, the common figure in 1919 was 
2.3 per cent of net sales. In ninety-seven identical 
stores the average expense for rent dropped from 2.7 
per cent of net sales in 1918 to 2.3 per cent in 1919. 
This indicates that, in general, rents did not advance 
as rapidly as the price of shoes rose. Numerous mer- 
chants held leases that were not subject to increase 
during the year. As might be expected, rents tended 
to be subject to less rapid fluctuation than prices of 
merchandise. As the prices of merchandise fall, 
furthermore, the percentage of rent to net sales in 
retail shoe stores probably will become higher than 
the common figure in 1919. 

A special inquiry was made regarding the rent ex- 
pense in a group of large shoe stores in large cities. 
Figures for this item were obtained from forty stores. 
Their rent expense in percentage of net sales was as 
follows: 


Rent Number of stores 
(Percentage of Net Sales) (Large stores in large cities ) 
| oy ES Pe ae ee ee 
TR RRR er abies ott Bot Sieg 
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From these figures taken in comparison with those 
that have been received from smaller cities and towns 
it is apparent that the difference in the expense for 
rent in percentage of net sales between stores in large 
cities and stores in small cities and towns was not 
great. 

The differences in the ratio of rent to net sales for 
similar stores cannot be explained in all cases by the 
relative terms of leases. One store, for example, in 
one of the large cities showed a rent percentage near! y 

(Continued on page 59) 
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Henry Hagemann Talks Insurance 


Outlines Plan to Get Special Rate on Shoes, Thereby Lowering 


Boston, July 28. 

NE of the leaders of the N. S. R. A. who visited 

( the Shoe and Leather Exposition and Style 

Show in Boston last week was Henry F. 

Ha.emann. Mr. Hagemann is production manager 

of ‘he Shoe Dealers’ National Underwriters, and 

cane to Boston from Syracuse, where he spoke 

before the convention of the New York State 
Shoe Dealers’ Association. 

About ten years ago he was ap- 
pointed secretary of what was then 
known as the National Shoe 
Retailers’ Association’s Insurance 
Board. In November, 1919, re- 
organization was effected and the 
name changed to its present form. 

Mr. Hagemann is a genuine sales- 
man and his chief object in life is to 
roll up a big army of policy holders 
in the National Underwriters, a fire 
insurance organization “‘of shoe men, 
for shoe men, and by shoe men.” As 
he was for twenty years active in 
the retail shoe business, he well 
knows the needs of the merchants 
in the way of protection against 
fire losses. Mr. Hagemann is also 
secretary of the Ohio Valley Re- 
tail Shoe Dealers’ Association. 

He brought with him to Boston a statement of the 
first seven months of the Shoe Dealers’ National 
Underwriters, which showed the number of policy 
holders to be 520, with approximately $3,000,000 
worth of insurance in force, on which the loss 
to the association has been less than one-third 
of one per cent. 


Special Rate for Shoes 


“We are trying,” he said, “to get our own classifica- 
tion for shoes, so that the insurance authorities will 
grant us a special rate to which the retail shoe mer- 
chant is entitled. This will give us a premium rate 
of about 50 per cent of what policy holders are now 
paying. It may take four or five years to do this. 
The success of the movement depends upon the 
number of shoemen joining the Underwriters’ As- 
sociation. The more insurance we write from shoe 
stores, direct, the nearer we shall come to that 
point where we will be taken notice of and given 
our rate. 


Cost of Protection to Merchants 








HENRY HAGEMANN 


Production Manager of the Shoe 
Dealers’ National Underwriters 





“When an agent goes to a shoe store to solicit insur- 
ance, he writes it on a general form, including dry 
goods, hardware, millinery, and different kinds of mer- 
chandise. Our experience in Ohio in ten years showed 
the actual losses on shoe insurance at about 15 cents 
on the dollar, on premiums paid. The last rate on 
general lines was 53 cents, including shoes. It can 
be seen from this how mueh of our money is 
used to pay for covering fellows in 
other lines. 


Assume Direct Liability Soon 


“Policies are all written on stand- 
ard forms, approved by state laws. 
The association is organized under 
the reciprocal exchange laws of II- 
linois, licensed in eleven states at 
the present time, with applications 
pending in other states having recip- 
rocal exchange laws. 

“At present we do not carry any 
direct risk, all liability being au- 
tomatically reinsured in five strong 
mutual companies, having over 
$4,000,000 cash assets, and about 
$2,000,000 cash surplus, which en- 
ables us to pay at least 25 per cent 
dividend. We expect to assume 
direct liability soon, and on these direct policies 
our savings should be much greater. We ac- 
cept insurance from department or general stores, 
provided a goodly share of the stock covered consists 
of shoes. In writing insurance, our association uses 
our own policy forms if desired, but advocates the 
use of uniform forms. 

‘Retail shoe merchants who have studied our plan 
are enthusiastic and are taking the limit. The Potter 
Shoe Company, of Cincinnati, of which James P. 
Orr, president of the N.S. R. A., is the head, now 
carries $130,000. 


A Membership Promoter 


“T feel that the insurance feature is going to be the 
biggest thing in securing members for the National 
Association. The example of the Minnesota lumber- 
men is worth while noting. The wonderful record of 
having practically 100 per cent membership in their 
associations is due to the savings made on their fire 
insurance. 



































——— oes ter a eige a — a 
a ee fa a 
es B ae a ns 


we eee 













- mer Scanned nanan 












em NN one 




















BOOT AND SHOE RECORDER 





July 31, 1920 


N.S. R. A. Pamphlet Advertising for Merchants 


Philadelphia, July 27. 

The National Shoe Re- 
tailers’ Association has 
broadened the scope of its 
“Goodwill Ad Service” to 
include direct advertising 
material—pamphlets and 
folders which merchants 
may purchase and distrib- 
ute direct to their retail 
customers. The first half 
of the series, it will be re- 
called, consisted of news- 
paper copy. 

One of the samples of 
this direct literature, sent 
out from National head- 
quarters, is a very attrac- 
tive four-page folder 
printed in dark green ink 
on a soft gray stock. The 
cover page is reproduced 
herewith. On the back 
cover is the slogan: 


**Good Shoes Travel Far”’ 


The copy is_ printed 
across the two pages which 
constitute the inside of the 
folder and reads as follows: 

“We stand for quality— 
service — style — SATIS- 
FACTION. We have 
built our business on these 
principles. We have never stooped to “‘catchpenny” 
—‘“get the money” sales. Price is a sales detail with 
us and not a buying inducement. 

“That is why we do not talk price—but STYLE and 
QUALITY. Think of the prices you pay for the 
necessities of conducting your own business or your 
household. Compare them with the prices you used 
to pay and the cost of shoes won’t seem so extraordi- 

nary. 

“We believe that if we give our customers an even 
break—we'll do better than break even. That is why 
you will not find cheap shoes in this store.”’ 


Bulletin Is Issued 


“The way conditions are at present,” says a Na- 
tional bulletin descriptive of this service, “it is neces- 
sary to educate your public—old customers as well 
as prospective customers. Big concerns in every line 
of merchandising are pointing the way with special 
advertising of one kind or another. The shoe mer- 




































chant from now on must 
pay more attention to ad- 
vertising of the kind best 
calculated to restore public 
confidence in the shoe bu: i- 
ness and in his own store 
in particular. 

“This year’s service, .s 
we have planned it up io 
this time, will be compos: d 
of 12 pieces of literatur>, 
handsomely done in eve:y 
detail—from art work and 

‘copy—to the best selection 
of colors and paper.” 

The series consists of 12 
pieces, suitable for use 
either in a mail campaign 
or as package enclosures. 
Colors and papers have 
been so arranged as to 
create new interest in each 
piece as it is received. 





Put Shoes in the 
Stew 


It’s hard to beat the 
Irish, as everybody knows. 

Once upon a time, the 
landlord came around reg- 
ular to collect the rent. 
And to show his contempt 
of the old folks, he used 
to take off his shoes, and leave them on the side- 
board, while he sat down to the family table for a 
snack. That was in old Ireland. 

One time, he tarried long and dined well. Then he 
called for his shoes. 

“Ye have them,” said old Mike. 

“T haven't,” said the landlord. 

“‘Bedad, you have. We cooked them, and yo. ate 
them in the stew.” 





Italian Embargo Lifted 


Ban Removed by Government 


Washington, D. C.—The Department of Commerce 
has just received a cablegram from Rome stating that 
the embargo on the exportation of leather which as 
been in effect since the beginning of the war has been 
lifted. The cable states that all kinds of leather may 
now be freely exported from Italy. 
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Boston, July 26—Nearly four hundred members 
and guests attended the annual outing of the Boston 
Shoe Travelers’ Association, held Friday, July 23, 
on the grounds of the United Shoe Machinery golf 
course at Beverly, Mass. Automobiles loaned for 
the day by members of the association and manu- 
facturers carried the ‘“‘gang’’ from Mechanics Hall, 
where the Style Show was in progress, to Beverly, 
where, shortly before noon, a program of sports was 
started, with travelers and buyers as contestants. 
Following the completion of the first half of the pro- 
gram a shore dinner was served under a huge tent 
erected for the purpose near the clubhouse. 

The feature of the afternoon was a ball game be- 
tween travelers and buyers, in which the buyers came 
off a very bad second. The game was called at the 
end of the sixth inning, mostly because many of the 
players wished to return to Boston. Those who 
failed to find interest in the ball game thronged the 
clubhouse pool and billiard room or played card 
games. In charge of the athletic events were the 
following members of the association: 

A. L. Puffer, E. U. Burdett, William Gaffney, 
Waldo M. Oakman, L. B. Cubbison, Harry A. Goller 
and E. J. Andrews. 

A summary of events is as follows: 

Pipe Race—Won by F. W. McDonald (traveler). 

100-Yard Dash—Won by John Gray (buyer). 

Three-Legged Race—Won by J. B. Atkinson and 
B. J. Blumenfeld. 

Tug-of-War—Won by buyers’ team, composed of 
C. Raymond, F. Raymond, R. A. Chenoweth, Claude 
Daniels, Frank Cogan, Frank P. Fanning and Frank 
Crehan. The team of travelers consisted of H. B. 
Green, George F. Dow, N. H. Lake, C. E. Comer, 
George H. Wirth, Rone Schmidt, J. H. Breffihl and 
P. M. Vayette. 

Ball Game—Won by travelers, 17 to 4, in six inn- 
ings of play. The line-up was: 
Travelers—Raymond, 1b; Gaffney, rf; E. U. 





Group Photograph Taken at B. S. T. A. Outing at Beverly, Mass. 


Boston Shoe Travelers Hold Annual Outing 
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Burdett, p; L. F. Burdett, c; Byron, cf; Tansey, If; 
Puffer, 3b; Harkins, 2b; Rounding, rf. 

Buyers—Bluestein, 2b; Saunders, 1b; Worth, p; 
Streffle, ss; Taylor, c; Sauce, 3b; Lippman, If; Chen- 
worth, cf; Gray, rf. 

Umpires, Baxter and Evans. 

The United Shoe Machinery Company band fur- 
nished music during the day. 





Average Cost of Store Operation 
24 Per Cent 


(Continued from page 56) 


twice as great as the rent figure for another store 
located near by on the same street. The amount 
paid for rent in actual figures was approximately the 
same. The store with the low rent percentage, how- 
ever, had much larger sales with the same floor area. 
In other words, it was utilizing its space more eco- 
nomically. 

As has already been explained, interest, both on 
capital borrowed and on capital owned, is included in 
expense in this summary. Total interest, which is the 
sum of interest on borrowed capital and interest on 
owned capital, varied from 0.45 per cent to 8.49 per 
cent of net sales. The common figure for total in- 
terest was 2.9 per cent. 

Total fixed charges and upkeep expense ranged from 
3.41 per cent to 15.36 per cent of net sales. The 
common figure was 7.4 per cent. 


Losses from Bad Debts 


The common figure for losses from bad debts in 
these retail shoe stores in 1919 was 0.2 per cent of net 
sales. It is interesting to note that in 1919 the ex- 
pense for losses from bad debts in the retail shoe trade 
was nearly as high as in the retail grocery trade. The 
bureau’s summary for retail grocery stores for the 
year 1919 showed a common figure of 0.3 per cent of 
net sales for losses from bad debts. 
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The Price Trend from the Bankers’ Viewpoint 


July 31, 1920 


Julius Wangenheim of San Diego Predicts Slight Drop in Profits 
and a Tendency Towards Standardization of Merchandise 


it is necessary to do so intelligently—to look at 

the present situation and what has brought about 
the present situation. If I were to ask you what were 
probably the greatest factors in the high price situa- 
tion, I suppose everybody would say the relativity of 
production and consumption, and I think that is 
right. In fact, it is the only thing that counts in a 
country. Alongside of it everything else is incidental. 
The question of prices and wages and rents, or any- 
thing else, is merely inciden- 


ik one is going to look at the future of prices, 


the country consists of its goods, of its lands, of i:; 
railroads, of its water power, its stocks of goods an.| 
so forth. That is the real wealth of the countr:. 
It is determined by the amount of its productic. 
over its consumption. 


Wealth Is Not Money 


For instance, before the war, it was estimated thit 
the wealth of the United States was about one hui- 
dred and eighty-five billion dollars; it is now estimate:| 

that the wealth of the coun- 





tal to the question of pro- 
duction and consumption. 
In a broad way, a nation’s 
prosperity is gauged by the 
amount that production ex- 
ceeds consumption. 

Now as to production, we 
have certainly slackened. 
Nobody wants to work, and 
that applies just as much to 
the employer as it does to 
the employe. It is probably 
a reaction from the tre- 
mendous nervous energy of 


war times. 
of a retail store. 


Shortage of Labor every word of it. 


Will Prices Drop? 


The article beginning on this page is a 
report, in part, of one of the most forceful 
addresses made at the San Diego con- 
vention of the California Retail Shoe 
Dealers’ Association. Mr. Wangenheim, 
one of the best known bankers on the same. 
Pacific Coast, discusses the cause of 
high prices, the meaning of inflation, 
the tendency of the times as reflected in 
the present financial situation and other 
points of interest to all merchants whose 
horizon is not bounded by the four walls or buying values. Now 
It is worth reading— 


try is about three hundre: 
and fifty billion dollars. 
Now the fact of the case is 
that the wealth of the coun- 
try is no more than it was 
before, a little more possibly . 
and possibly a little less, 
but practically about the 


That means merely that 
the dollar is worth about 
fifty cents and that, of 
course, is a corroboration of 
what you have in the selling 


the causes of the depreci- 
ation of the dollar are very 
complicated and difficult to 











Then again, production 
has slackened very much 
because there has been a shortage of labor. We are 
short about two million people in ordinary immigra- 
tion for the last number of years. We are short the 
equivalent of about two million people through the 
reduced working hours, from ten to eight, but by far 
the biggest shortage is occasioned by the number of 
people who have gone into industries that were not 
existent before, particularly the automobile industry, 
with its accessories, the movies, the army and navy, 
and so forth. 

Now that is one side. On the other comes the 
broader relations of commodities. For instance, a 
pair of shoes is worth so many dollars. That means 
they are exchangeable for so many dollars. It may 
be that a pair of shoes may be no higher, but the 
dollar is worth that much less, and, of course the shoes 
are worth that much more. You understand that 
we have got to get an entirely new conception as to 
wealth. People have an idea that wealth is money. 
The fact is that wealth is not money. The wealth of 


understand. 

The main causes have been, first, the tremendous 
demand for goods; second, a foreign demand caused 
by the situation of the European nations at the time 
of the war. Price was no object. They simply had to 
have the goods, and then followed in payment for 
those goods a tremendous inflow of gold, so that there 
was shipped into this country in the year 1915 and 
1916 about one hundred million dollars in gold. 


The Basis of Credit 


That immediate increase of the supply of money in 
this country directly affected the purchasing power of 
money but that in itself was a very small factor. On 
the basis of gold is built always in any nation its 
credit structure. 

For instance if the banks have a net 15 per cent 
reserve gold, they can loan six to seven per cent 
credits, and that amount immediately made a 
tremendous expansion of credits. Furthermore, just 
about that time the Federal Reserve Bank came into 
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being with its power of issuing paper, Federal Reserve 
notes, paper, promissory notes and commercial paper 
in the hands of the bank. That again made a tre- 
mendous expansion of credits. Not only was gold 
tr-mendously increased in this country, but all the 
equivalents of gold, paper deposits, the Federal 
Reserve notes, all of them were tremendously multi- 
plied, and the result is that we have had to have an 
er. of inflation. The cheapest thing in the country 
for the last two years has been money and things 
co.inected with money, and when there is much money 
in the country and when there are little goods in the 
contry, the result naturally is that prices are going 
to be high. 


Taxes Not a Big Influence 


We will go into the matter, then, of prices and the 
probable future trend. The old economists based 
prices on three things—profits, labor, and rent. Those 
were the three elements that determined price. Soon 
a new school arose and introduced the fourth ele- 
ment, the question of ability and organization, and 
that, in the shoe trade for instance, largely takes its 
shape in the form of trademarks, names of particular 
shoes that have decided value, and more modern 
economists would bring in a fifth element with which 
we are all familiar, and that is the question of taxes, 
which are quite a factor. Personally I do not think the 
taxes are as much of a factor as they are usually 
thought to be. 

First, the effect of the taxes is rather to keep prices 
up than to put them up. Furthermore I differ from 
most people you hear express themselves on the 
question of excess profit tax. I think that except for 
the inequalities and inequities in the tax, it is a very 
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just tax, and one that is most easily handled by the 
government. Prices have not been increased by the 
excess profit tax. That is pretty well shown by the 
fact that 1915 and 1916 were tremendous years, and 
there was no excess profit tax. There were tremendous 
profits where competition did not apply, and the 
profits were inordinate and the government had to 
have the money from somewhere. I believe it is 
generally conceded by all except parties to the prop- 
aganda that the excess profits tax is good, although 
it requires certain corrections. 


Five Items of Expense 


We will take then these five items and eliminate 
taxes; consider them as a part of your expense. The 
government has to have them. If the excess profit 
tax were taken off and this retail tax were put on it 
would, in my opinion, immediately have the effect of 
increasing rather than decreasing prices. 

The matter of rent is of course a negligible quantity 
these days. The item of organization and ability has 
been considered a part of trade, good will and trade 
values, and therefore goes under the head of invested 
capital on which profits shall be made, so that in effect 
we can consider the two elements towards the making 
of prices as profits and as labor. 


Profits Will Drop 


As to profits I think there will be a tendency for 
them to come down. All this present agitation 
throughout the country I think will be an element. 
As free exchange and free competition come into play 
that element again will have an effect on profits. In 
the past therewas tendency to take “all the traffic 
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wculd bear.”’ There has a certain courtesy I think 
grown up in trade that people will feel that they have 
no right to take more than a reasonably large profit. 
Then there will come, especially in such lines as 
your own, a certain standardization of goods, the lack 
of which in my opinion has been largely responsible 
for the high prices in your commodity. All these 
factors, I believe, will tend to somewhat diminish 
profit. It cannot be very much. I think the idea of 
profit and profiteering has been very much exaggerated. 
There has been some, but each element of profit has 
gone largely into the prices of goods, and public 
clamor has been directed entirely against that one 
single element, whereas there are quite a number. 


The Effect of Labor 


Take the question of labor. I do not think that 
you can expect very much change in that direction. 
In the making directly of a pair of shoes, labor is a 
comparatively small factor; I think it is about $1.50 
or $2.00 for a pair of shoes, but one has to consider not 
only the labor on the pair of shoes, but the labor 
of your clerks, the labor in transportation, the labor 
of drayage, the labor of boxes and in everything that 
is done towards securing your profits in your business. 
And labor is like a ratchet; it can go up easily, but it 
will not go down and cannot go down without re- 
sistance. As I said, the laboring man since he gets a 
higher wage considers himself in a higher scale and he 
is not going back into the lower scale, and nobody is 
going to blame him for that; so as far as labor is 
concerned you can expect very little change in that 
direction, so with the element of labor practically 


fixed, with the item of profits only slightly reduced, 
you cannot expect much change in future prices on 
that account. 

Now in the matter of demand and supply, or the 
law of demand. In this connection there is not going 
to be a lessened demand throughout the country. 
Too many people have come into their own. They 
have gotten used to using articles that they did not use 
before; the country is going to continue to be prosper- 
ous, and therefore in that respect we are going to get 
for the time being at least very little reduction in 
demand. 


The Value of the Dollar 


Then comes the third factor, on the value of the 
dollar. That certainly ought to be changed. Its 
purchasing power ought to enhance, and will increase, 
but not for some time. There will be, in all probabil- 
ity, no deflation at the present time. There is no 


_ doubt that there will be because truth has got to 


assert itself sooner or later and right conditions 
abound and prevail, but that is a slow process. It is a 
difficult one. 


Little Danger of Panic 


What I have said deals with normal conditions. 
Of course there might be abnormal conditions that 
would make a tremendous change. One of those 
might be a financial panic. Personally I do not think, 
and the ablest publicists throughout the country do 
not seem to be afraid of a financial panic. The Federal 
Reserve Bank is strong enough to take care of such 
contingencies. 
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Standard’ Kid Co. Booth at the Poston Style Show 


Says Colored Kid Boots Will Be Popular 


Chicago, July 28—Julius Goldberg of O’Connor and 
Goldberg, of this city, recently said: 

“Retailers should loosen up and buy Fall mer- 
chandise along new lines. They can’t do business 
alone on brogues. They should go back to colored 
kids where they make their money and which makes 
the prettiest footwear women ever wore. They should 
buy these along new lines and new patterns so the 
public won’t think merchants are unloading some old 
junk.”’ 

In this connection it will be of interest to note that 
“Vode” blue, autumna brown, new “Vode” gray and 
camel are prominent colors in glazed kid leathers 
featured at the booth of The Standard Kid Manufac- 
turing Company at the Boston Style Show. Four 
boots of these new shades of kid leather, designed by 
Mr. Goldberg, C. H. Woelfeldt of the Booteries of 
California, and Charles H. Thompson, buyer for all 
of the Oppenheim Collins Company stores throughout 
the country, were on display at the booth of this firm. 
‘These shoes have attracted much attention, many 
shoe buyers and manufacturers calling at the booth 
since the fair opened. 

The shoes were made by George W. Baker of Brook- 
lyn, N. Y., and are 9 and 10 inches high, carrying a 
vamp a little shorter than the average and a full 
Louis heel. The designers of the shoe feel that the 


women of today desire some snap and pep to the 
shoes which they are called upon to wear, yet they 
don’t want to get into freak styles again. It is prob- 
able that combinations of these four leading colors 
will be made up into attractive footwear for milady 
for Fall wear. 





Vermont Merchants Plan Outing 

Barre, Vt., July 27—The annual Summer meeting 
and outing of the, Vermont Shoe Retailers’ Association 
will be held on the Fair grounds at Woodstock, Thurs- 
day, August 5. At 10.30 a.m. a business meeting 
will take place. At 1p. m. there will be a clambake, 
followed by sports and dancing. The committee in 
charge consists of L. P. Clough, F. J. Shea and A. C. 
Tilden. | 





Hollis B. Scates Resigns 


Has Been Manager of Shoe Department of Bos- 
ton Store for Several Years 

Boston, July 29—Hollis B.-Scates, for several years 
manager of the shoe department of the William 
Filene’s Sons Company of this city, has tendered his 
resignation, effective today. Mr. Scates has made 
no other connection, although he is said to be consider- 
ing two or three offers which have been made him 
recently. 
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This charming picture below shows Miss Macom- 
ber, whose success as social secretary for the Carl E. 
Schmidt & Co., Inc., has excited a great deal of 
favorable comment all over the United States. 
Miss Macomber has a distinct personal way of 
greeting visitors to the various conventions at 
which the Carl E. Schmidt Company exhibit, and 
shoe and leather buyers everywhere remember the 
welcome that she gives them. In 
other words, she is the embodiment 
of old-fashioned courtesy. Combine 
this with a natural charm and you 
can readily see why so many visitors 
from the various conventions make it 
a special point always to come to the 
Schmidt booth. 


New Words for Old 


To be able to describe an article 
accurately and in words that are 
correct and varied is an asset in sales- 
manship. Read over this list care- 
fully, then erase these words from 
your vocabulary: 

CHEAP—A word that sounds just 
as the name implies—Inexpensive or 
a splendid value sounds much 
better. 

LOVELY—Worked overtime. Use 
such words as appealing, attractive, 
or graceful. 

ONE OF OUR BEST SELLERS— 
Is a trade slogan that’s out of date. 


Booth of Carl E. Schmidt & Co., Inc., at the Boston Style Show 








Better to say very popular, much wanted, eic. 
SWELL—Wouldn’t it be better to use such phrases 
as “that’s distinctive,” “clever,” or “very becom- 
ing.” 
NIFTY—Say dainty, smart, or desirable. 
SOMETHING FOR YOU—Its use is a bad habit. 
Say “Good morning, have you been waited on?” or 
‘“‘What may I show you?” 





Business Hints 


No two merchants are alike in 
their thoughts and methods; conse- 
quently, no fixed set of rules can be 
laid or formula given to attain a cer- 
tain point of efficiency; sufficient to 
say that the following has a great 
deal to do with the make-up of a 
successful storekeeper: 

First—Loyalty to self and cus- 
tomer. 

Second—Personal appearance; spick 
and span merchandise. 

Third—Good character and habits; 
no late hours. 

Fourth—Enthusiasm, 
“ginger.” 

Fifth—Understanding human na- 
ture, to see things as they are. 

Sixth—Knowledge, know the gvods 
you deal in. 

Seventh—Ability to analyze )your- 
self and others. ; 
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More About the Philadelphia Styles 


Interesting Comments on Models Shown by Manufacturers in Quaker City 
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By Mrs. 0. D. FOSTER 


In our July 24 issue we published an article on 
sly'es shown at the Philadelphia Footwear Style Show 
wriften by Mrs. Foster. Space limitations unfortu- 


naiely made it necessary for us to omit a portion of her - 


ariicle.e The remainder of her article is published 


herewith.) 


No strongly defined changes were observed in the 
maiter of heels. Walking shoes carried the regulation 
flat or military heel and dressier shoes as always in- 
clined toward the covered wooden heel of French 
out!ine. Walking heels ran from sport height of one 
incl: to a possible one and seven-eighths in some in- 
stances, and on the dressier shoes they attained a 
dignity of two and one-quarter inches in extreme 
cases. 

Dancing shoes and dress pumps showed heels rang- 
ing about two inches with no distinguishing features. 

In the matter of some of the general styles distinct 
changes were very noticeable. 





White Buck Oxford with Black Patent Tips. 
Made by the Selby Shoe Co. of 
Portsmouth, Ohio 











For one thing the high shoes averaged a height of 
eight and one-half inches in defiance of Paris fashion 
letters that skirts are climbing higher than ever. 
This means a cordial co-operation in the matter of 
lower prices and may tend in itself to bring dress- 
makers to reason. 

Another distinction in the showing was the frequent 
combination of contrasting leathers. Of course this 


was only done in the case of sport or special dress 
shoes. Wing tips were a strong style feature. 


Blacks and Whites on Deck 


White buck with ball straps of tan leather and 
perforated foxings of the same trim, continue to hold 
the popular favor and a model in white buck, with 
wing tip and foxings in black was distinctly noticeable 
for its smartness. The increasing popularity of sports 
and the large southern migration through the Winter 
months, make these sport shoes a strong showing. 

Among the combinations used in dress shoes, buck- 
skin and suede in such colorings as gray, sand, cham- 
pagne, French blue, etc., continue as favorites, while 
metal cloths in simple weave or elaborate brocades 
have the call for evening wear. 

In making these combinations the vamp was often 
of one color or material, and the rest of the shoe was 
in contrast, as for instance a vamp of brocade with 
heel piece and heels of some dark satin. Other com- 
binations noticed were a cut-out slipper of French 
blue suede with a gray laid on scroll cross strap cut-out 
of the same weight of leather. This shoe had a high 
back with an encircling ankle strap. It was very at- 
tractive and distinctive for such a pronounced model. 


Cut-Out Slippers Well Designed 


In this same exhibit were also shown some Roman 
sandals with thong and some exceedingly well-de- 
signed cut-out slippers for evening wear. Another 
showing offered an excellent four-strap brown slipper, 
suitable for either home or evening wear, lightly 
beaded and carrying brown pearl buttons on the 
straps. This slipper had a three and five-eighths-inch 
vamp and a covered French heel, height two and one- 
quarter inches. 

Another shoe somewhat out of the ordinary was a 
cross strap pattern pump, with a brown kid vamp and 
a brown ooze tongue which was small and neatly 
joined to the vamp by the tiny pattern cross straps. 
It had a turned sole and a one and three-quarter-inch 
baby French heel. 


Ornamentation q Feature 


A strong and popular feature of the season will be 
the bead ornamentation of dress pumps and slippers. 
With brown leathers in the foreground, there was a 
wonderful showing of brown iridescents, bronze and 
gold beads, with steel beads as an always popular 
favorite. 
(Continued on page 67) 
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Prominent Members of the Shoe and Leather Industry Who Backed the First Boston National Shoe and 
Leather Exposition, Reading from Left to Right Th 
Boston, Charles C. Hoyt, Boston, Maj.C. T. Cahill, 
bell, Albert N. Blake, Lynn, and Frank R. Briggs, Boston. 


Looks for Return of Conditions to Normal Basis 





July 31, 1920 


Are: H. T. Drake, of Rockland, T. F. Anderson, 


oston, Harry I. Thayer, Boston, Chester I. Camp- 





Optimistic Statement is Made by Frank R. Briggs, President of 
National Shoe and Leather Exposition 


(The following statement was made by Mr. Briggs 
Friday, July 23, just before the close of the big National 
Shoe and Leather Exposition and Style Show.) 


Perhaps the dominating function of this exposition 
is the opportunity for competitive comparisons of 
leathers and shoes, prices, quality and materials, with 
the resultant knowledge all in favor of the ultimate 
consumer. Certainly the showing of three hundred 
lines of merchandise all in intensive competition be- 
speaks a real advantage to the public. 

There appears to be a widespread feeling within 
the shoe and leather industry that the exposition this 
week comes at the psychological time and marks a 
turning point in the return of manufacturing and retail 
conditions in New England on a healthy normal basis. 
The process of equalizing the overproduction for the 
Spring season of 1920 is taking its course in such a 
way as to justify nothing but confidence in the out- 
look, and this feeling of confidence seems to be re- 








flected both in the retail and manufacturing branches 
of the industry. 

Henceforth we are likely to see a condition of pro- 
duction dependent largely upon the public itself as 
reflected through the retailer, and with the growing 
equalization of demand and production, a situation 
favorable alike to the public and the trade will be 
more and more apparent. The overproduction of the 
past season has now practically corrected itself, and 
the readjustments which have come about have en- 
abled the shoe and leather industry to enter upon an- 
other season on a basis of stabilized value, with 
favorable demand. 

The other angle of the situation, and one against 
which the industry is on its guard, is the swing from 
overproduction of one season to underproduction in 
another. Such a condition, however, can only come 
about through a lack of foresight and confidence, and 
as production is gauged to the reasonable require- 
ments of the public, so far as they can be anticipated, 
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the whole trade is keyed to maintaining production 
and distribution on a satisfactory basis. An actual 
shortage of seasonable and wanted styles in shoe stores 
aud departments has been discussed as a possibility, 
but there appears to be every ground for anticipating a 
condition and demand which will enable the industry 
t» operate steadily and efficiently. 

When Governor Coolidge said, “Have faith in 
\assachusetts,” he furnished an inspiration to the 
public. To have faith in New England industry is 
no less inspirational and beneficial, for upon this atti- 
tude largely depends the ability of our industries to 
serve the public, fulfilling its needs and through the 
stabilizing of industrial conditions do its part in 
maintaining the prosperity of the country. 





More About the Philadelphia Styles 
By Mrs. 0. D. FOSTER 
(Concluded from page 65) 


These ornaments are made up in every possible 
design in the way of round and pointed buckles; 
rosette effects; closely fitted instep trims for the tops 
of vamps; flat bows and small imitation feather 
effects which are to be very voguish. These styles 
are carried out as a rule in two colors of beads, with 
steel beads used in most of the combinations. 

Contrary to the earlier showings, buckles are solid 
and in place of the heavy cut-steel buckles these small- 
beaded ornaments are thin, light and set perfectly 
flat to the shoe. They are a delightful arrangement, 
whereby a woman may dress up an otherwise inexpen- 
sive slipper or pump and make it distinctly smart 


Historic Shoes Attract Women 


No description of the show could be complete with- 
out some mention of the really wonderful exhibit of 
historic shoes which was loaned by the United Shoe 
Machinery Corporation of Boston, and which at- 
tracted every woman who entered the ball room. 

While the strong pull was the enormous jack boot 
worn by King Henry the Fourth of France, and 
which, with the attached spur, weighed nineteen 
pounds, women lingered longest before the pointed 
satin bridal shoes of early centuries and gazed with 
admiration at the high red morocco boot made so 
popular by famous Russian dancers, which dates its 
ancestry back to early days. 

Beaded shoes from Asia, soft moccasins from the 
wardrobes of the Bedouins and yellowed satins from 
the courts of the famous Louis of France, caused a 
continual crowd in front of this exhibit, whose educa- 
tional nature could not be overestimated. 

Individually and in its entirety, the Philadelphia 
show was a great success. 
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Lever Act Void in Pennsylvania 


Eastern Pennsylvania Judges Will, However, 
Enforce Fair Price Schedules 


While the Lever act has been temporarily elimi- 
nated in eastern Pennsylvania as unconstitutional 
by two recent decisions of Federal Judge Thompson, 
and Frank B. McClain has admitted that he is now 
powerless to enforce the act itself in the case of any 
class of retail trade, he has nevertheless announced 
his intention of conducting a tooth-and-nail fight to 
enforce the fair-price schedules in so far as they apply 
to clothing and shoe merchants. 

This he intends to do on the basis of the agreements 
made with him, prior to Judge Thompson’s decisions, 
by representatives of these trades. As soon as he 
finds any retail clothier or shoe merchant violating 
these schedules of profit percentages, he declares, he 
will apply for warrants for their arrest, not on the 
basis that they have violated the Lever act, but on 
the basis that they have violated the agreement. 

He has admitted his complete loss of power over 
other retail trades, the food trades particularly, where 
he has no such agreement on which to base prosecu- 
tions. 

Whether the sort of prosecutions he threatens will 
hold in the law courts is a matter yet to be tested, 
and to date no crisis has arisen. 





“Club’’ Seating Arrangement in 
Store 


The Chummy Way to Serve Footwear Customers 
Is Now in Vogue 


New York, July 27—Coincident with the new 
fashion of serving private dinners with small tables 
seating from four to six persons, instead of placing 
guests at the long banquet table as formerly, has come 
a similar seating change of customers in a leading 
New York shoe store. For example, the long double 
row of seats in the center of the store facing the fix- 
tures on either side has given way to the grouping of 
chairs in club or restaurant style. 

This gives opportunity for friendly conversation 
when two, three or more persons enter the place to- 
gether. Moreover, on entering, the general view is 
materially improved. The entire floor is taken in at a 
glance. 

In this connection, it may be said that the manage- 
ment of a New York department store lowered all of 
the center fixtures on the six floors, so as to make pos- 
sible a complete view of the sales rooms which, by the 
way, covered one block. In assuming this expense 
the management stated that the results were commen- 
surate with the outlay. 
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Getting Back to a Turnover Basis 





From Address Made Before Illinois Convention by E. W. Hertzler, 


that. It’s time now to get maximum sales 
from minimum stocks. 
How many of you men, after taking your inven- 
tory, closing your books and looking at your balance 
sheet, found that you had made money? I'll venture 
to say every one of you did—but I'll also bet that 
mighty few of you could use it. Why? Because it 
was tied up in shoes. 
I know what I found in my store, and when I saw 
the money I had made I said to myself—‘‘Where is 


ji HE time for speculation is over. You all know 


this money I show on my balance sheet I have © 


made?” And I looked on my stock sheet and viewed 
the filled shelves of my store and realized it was in 





E. W. HERTZLER 
President of Iowa Association 











shoes—shoes that depreciate in value in place of 
drawing interest. 


The Reason Behind the Fact 


Why was my stock in such shape? BecausejI, like 
most all merchants, bought more shoes than I could 
sell in a year on account of the rapid advance in the 
market. I became sort of a speculator. I lost sight 
of the turnover idea. 

I would advise every retailer to get his stock to a 
turnover basis‘mighty quick—P. D. Q. 

How are we going to get our stocks to a turnover 


President of the Iowa Retail Shoe Dealers’ Association 





basis without sacrificing the profit we have mad 
and which is tied up in shoes? 
That’s the problem we shoe men have on our hand: 


now. 
Cut-Price Sales Cannot Continue 


We cannot continue to put on cut-price sales ani 
sell shoes at cost or below cost. If we did that, al! 
the profit we made and which is largely tied up in 
stock would be lost. What good would all our buyin; 
so far in advance have done us—the big chance we 
took on a possible break in the market—the stretch- 
ing of our credit to the very limit—the chance we 
took on a sudden change in style—and that fear thai 
was constantly with us, that we might be governed 
as to the margin of the profit we could make regard- 
less of the present value of those shoes? 

We've got to reduce our stocks at a profit in order 
to get compensation, and here are some of my ideas 
of how this can be done. 

The first step is to know what you have in your 
stock. Find out where it is weak and then buy only 
such shoes as you will need. The way to do this is to 
departmentize your stock. Keep a separate record 
of the inventory—purchases and sales of the different 
lines. 

Divide your stock into departments—women’s lines 
in one department; men’s lines in another depart- 
ment—boys’, youths’ and little gents’ in a depart- 
ment—nmisses’, children’s and infants’ in a department 
—rubbers and tennis in a department—findings, etc., 
in a department. 


Advantage of Departments 


In this way you can watch the purchases and sales 
in these departments from day to day and see whether 
your stock is too heavy for the volume of sales. If 
too heavy, it can be cut down by not buying or buy- 
ing only where your stock is weak. The first prin- 
ciple in getting your stock to a turnover basis is to 
keep in touch with it. 

The second point is to standardize the selling price 
of your shoes. 

During the rapid advance in the market most of 
us got away from the idea of buying shoes to sell at a 
certain price. We bought shoes and then we put a 
price that was somewhere near the market value on 
them when they came in. We often found ourselves 
very strong at a certain price or very weak at another 
price, and in place of strengthening the weak spots 
of our stock by a possible reduction from the lines 
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we were heavy on, we got out on the market and 
hought more shoes because we felt the market was 
till going up and we could sell all the shoes we had 
at the prices we had them marked. 

In the days before the war, however, we bought 
shoes to sell at a certain price. We'd take a line of 
shoes that cost a certain price, figure our overhead 
and small profit on them and sell them at that price. 
We would concentrate, let us say, on $3, $4, $5, $6 
and $7 shoes. We knew how little we should pay or 
low much we should pay for these shoes in order to 
vive the trade the best possible values and still make 
a profit. 


Shortening the Price Range 


That’s just what we’ve got to do now—only the 

standard of price is higher. We've got to concentrate 
on certain prices. 
I'll venture to say that nearly every one of you 
merchants has shoes at $8, $8.50, $9, $9.50, $10, $10.50, 
$11, $11.50, $12, $12.50, $13, $13.50, $14, $14.50 
and up to $20, and then some runs of prices. You've 
got 30 prices where you should have but 10 or 15. 

You'll say, “How is this going to help me get my 
stock to a turnover basis>”” Here is what I’ve done. 

I’ve taken the prices I expect to feature and adapt- 
ed my stock to those prices. In place of having 25 
to 30 prices, I’m going to have not more than 15 prices. 
Some of my shoes had to be reduced from their 
former selling price so they would fit into the prices 
I am featuring. I can better afford to do this than 
buy more shoes at present prices. Then I purchased 
for Fall only such shoes as I felt I absolutely would 
need. In other words, I balanced my stock, and I 
know I’ll reduce my stock without any injury to my 
volume this,way. I’m going to get back to a turn- 
over basis. 


Sell Shoes in Their Season 


Then there is another thing that will help us get 
our stocks to a turnover basis—not now, perhaps, 
but in the future—and this is where organization can 
help and must help—and that is to sell high shoes in 
the high-shoe season and low shoes in the low-shoe 
season. There’s where we’re falling down right now. 
I'll bet every shoe retailer here has bought oxfords 
to sell next Winter. Think of the inconsistency of 
that policy! 

Men want to wear high shoes all Summer and we 
let them. Why, a man who wears high shoes in the 
Summer should be made to feel the same as the man 
who wears a felt hat now—out of place, out of style; 
and the man who wears oxfords in the Winter should 
be made to feel as conspicuous as if he had on a straw 
hat in the Winter. 

I tell you, shoe retailers of Illinois, that it’s time 
that the shoe retailer set a season for high shoes and 
low shoes. 
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What Iowa Did 

We in a way have done this in Iowa. We have our 
low-shoe day, white-shoe day and high-shoe day. It 
works, too; but it would work still better if you men 
from Illinois would adopt such days also. 

The commencing dates of these periods must be 
set by your association. Iowa and Illinois can have 
the same days. Our climatic conditions are practi- 
cally the same. Our daily papers are interchanged. 
The Chicago papers have a large circulation in Iowa 
as well as Illinois. Style tendencies are also the 
same—all of which makes it easy for us to co-operate 
on a plan such as I have in mind. I would like to see 
the Illinois Shoe Retailers’ Association adopt the 
first Sunday in May as low-shoe day, the first Sun- 
day in June as white-shoe day, and the first Sunday 
in October as high-shoe day. 

Establishing Style Periods 

The idea is that after these days the public will 
know that low shoes are the proper footwear. The 
same is true of white-shoe time, and again in the Fall 
it is true about high shoes. 

This will give you longer and more equally bal- 
anced periods to sell low shoes and high shoes. I 
contend that the shoe business needs more special 
events to drive to—to get business—a longer and 
better selling campaign; and in order to have a suc 
cessful selling campaign you must have some par- 
ticular event to drive to—to feature. 

I want you men in Illinois to just think this over. 
It’s a place where organization must co-operate with 
organization in order to make it really effective. I’m 
just throwing this in as a suggestion, but I assure 
you that should you, as an association, see the real 
merits and advisability of adopting such days, Iowa 
is ready to co-operate, and the two associations could 
make these days so effective that Missouri, Indiana, 
Kansas and the other States of the Middle West 
would want to join us. 





It’s What You DO 
That Counts 


It isn’t the job you intended to do, 

Nor the labor you’ve just begun 

That puts you right on the ledger sheet, 
It’s the work you have actually done. 


Your credit is based on the thing you do, 
Your debit on things you shirk, 

The man that totals the biggest plus 

Is the man that completes his work. 


Good intentions do not pay bills; 
It’s easyfenough toJplan. bb’ 
To wish is the play of an office boy, 
To Do is the work of a man. 
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Snapped by Cartoonist at Chicago’s Big Two-Ring Show 
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A Sehool of Education in Correct Dress 


Chicago Style Show Models Garbed to Show Relation 
Between Shoes and Gowns 


Chicago, July 27 
HE style shows which have been held in con- 
T nection with shoe conventions heretofore have 
usually been conducted with but one thought 
in view—that of showing shoes. 

The makers of the shoes selected a good-looking 
model, dressed her attractively, and then, without 
changing the costume worn by the model, showed 
shoes for street wear, for sport wear, for afternoon 
occasions, or for evening dress, in rapid succession. 
Often, therefore, a real style has been killed by reason 
of the fact that the garments worn did not harmonize 
in color or purpose with the shoes. 


Harmony of Shoes and Dress 


The managers of the style show staged in connec- 
tion with the Illinois Retail Merchants’ Convention, 
sought a new name for their production and called it 
‘Education in Correct Dress.”” The central thought 
was to have the shoe harmonize in color and in type 
with the costume worn by the model. 

The first model was dressed in light pink silk pa- 
jamas and wore light pink, quilted satin mules with 
low French heels. Following this a negligee breakfast 
costume was shown, the shoes being black Theo ties. 
Then came a morning dress for marketing which was 
of tan wool jersey, jacket effect with a choker collar 
and a red leather belt. a large black hat and black 
boots with Cuban heels. 


Shoes for a Purpose 


Another model wore a duvetyne and blue silk, with 
tan Russia oxford, 14-8 heels, brown hose to match. 
Others were as follows: 

A golf costume of pink tricolette sweater and white 
satin skirt, white hat, white buck brogue oxfords with 
rubber heels 

A luncheon costume of black silk with an over- 
skirt scalloped effect. The shoes were satin pumps 
with rhinestone buckles. Hose were black lace. 

A black silk harem skirt, with black silk hose and 
black patent pumps with rhinestone buckles. 

A bathing costume consisting of a green, one-piece 
suit, with a white chenille cape, trimmed in green. 
Green rubber hat, green shoes, and white socks. 


Description of Styles and Fashion 


A riding habit of camel tricotine, consisting of a 
long coat, and trousers. The hat was of brown velour, 
the footwear were regulation brown Russia riding 
boots. 

A dress for a tea dance, of blue silk, with little 
ornamentations. black lace hose and black satin ox- 
fords with 2¥%-inch covered heels. 

A dancing frock of green organdie, with rainbow 
ribbon sash. The hat was white with rainbow or- 
gandie flowers, the hose were of white net; the foot- 
wear were fabric cross-strap pumps, with 2¥¢inch 
Louis heels. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Maxine, White House and Buster Brown 
oes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 


Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 


JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
ie Twins,”’ Distributors of Mudge Old 
lies’ Shoes. 


G. E. LIPPMAN SHOE Co. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CoO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
Masterbilt, Super-Tred and Billiken 


hoes. 





PEDIGO-WEBER SHOE COQ. 
Fine Shoes for ee Style” 
PETERS SHOE CO. 
Peters “‘Diamond Brand” isn 
Diamond ;Classic, Jewel, Weath. 
erbird. 


ROBERTS, JOHNSON & RAND SHOE CO. 
Patriot, "Society and “Tess and Ted’® 
Shoes. 

es gees 4 co. c 

oun l» irls’, P 
Soleo dpectalge Shoes. Por ant 


TOBER-SAIFER SHOE co. 
Novelty Boots and Oxfords. 


WIZARD LIGHTFOOT APPLIANCE co. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 
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STAMPED ON THE SOLE OF EVERY 


GENUINE Billiken, SHOE. 
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Women’s Fine 
F-0-0-T-W-E-A-R 
Enables us to be among the 
first to show and deliver the 
newest styles while they are 
new. 


If Not On Our Mailing 
List Write Us At Once 


G. E. Lippman Shoe Co. 


“The New Styles While New” 
1627 WASHINGTON AVE. (7th floor) ST. LOUIS, MO. 
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Worps Snoe MARKET. 


BROWN 





STA 

HUMPTY 
DUMPTY 

SHOES 





MAKE 
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b.Doerr Shoe Co. - 
BLE FOOTWEAR 


























W-E C-A-R-R-Y S-T-O-C-K 


on the Floor 
for Immediate 
D-E-L-I-V-E-R-Y 
This is a big advantage to 
our customers as_ well as 
to ourselves — Avail yourself 
of it. 


If Not On Our Mailing 
List Write. Us At Once 


G. E. Lippman Shoe Co. 


“The New Styles While New” 
1627 WASHINGTON AVE. (7th floor) ST. LOUIS, MO. 
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ST. LOuis te 


WoRLDS SHOE KET 


YOUR MONEY BACK AND A 

_] NEW PAIR OF SHOES FREE ” 

*] To the Wearer Who Finds _ @f@Gm 
PAPER in the Heels.Soles SO 4iiyrais D» 


or Counters of a pair of ae 


PETERS DIAMOND BRAND SHOES 


SHOES WITH THE DIAMOND TRADE MARK ON THEIR SOLES 


On a Quality Basis’ 


When you sell Peters “Diamond Brand” shoes under a 
“‘money-back”’ warrant of quality, you are building business 
on a quality basis, for your shoes will stand up well, give good 
service and bring you many “repeat”’ sales. 

Our great factory organization, which consists of thirty 
specialty plants, enables us to produce solid-leather shoes in all 


styles and grades at the lowest possible cost of manufacture—the 
best shoes for the price, no matter what the price may be. 


You can stick closely to the ‘Diamond Brand” line, selling 
shoes in all grades and styles under a “‘money-back” warrant 
of quality, for there is a “Diamond Brand’’ shoe for every 


purpose, a price for every purse. 


Every Pair Solid Leather Throughout 


Peleus 


St. Louis 


Branch of I. S. Co. 
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DR. SCHOLL’S 


FOOT SPECIALTIES 

FOOT PREPARATIONS 

NATHAN ARCH SUP- 
PORTS 


COLLIS ANKLE SUP- 
PORTS 


FOOT RAISE ARCH SUP- 
PORTS 


a _— PRO- 
TECT' 





THEO STRAPS 


To Convert Pumps into 
Theo Ties 








FANCY BOWS 
COLONIAL BUCKLES 
SLIPPER ORNAMENTS 
RIBBON TIES 
SHOE LACES 





SHOE POLISHES 

LEATHER DYES 

CLEAR LIQUID CLEAN- 
ERS 


SILVER SLIPPER 
CLEANER 


SUEDE POWDERS 
WIRE SUEDE BRUSHES 
SHOE POLISHING SETS 








1915-JULY-1920 


N this our fifth anniversary we wish 

toextend toour friends and custom- 
ers in the trade, our most sincere 
thanks for their patronage and co-op- 
eration which has helped us to bring 
our organization up to its present state 
of efficiency. 


It is with a deep feeling of pride and 
satisfaction that we look back over the 
past five years of uninterrupted prog- 
ress and realize that our standards of 
QUALITY and SERVICE have con- 
tinued to keep us in the FRONT 
RANK of the FINDINGS AND 
SHOE STORE SUPPLY TRADE. 





No Orders Are Too Large for 
Our Capacity 


No Orders Are Too Small to 
Merit Our Appreciation 


“The Achievement of today but points 
to the pathway of tomorrow” 


Lineoln Store Supplies Company 


1508 Washington Avenue . ~ 


Our New Fall Catalog will go out about August 15th 








OVER GAITERS 


LADIES’ FINE CLOTH 
Black and Colors 


MEN’S FINE CLOTH 
Black and Colors 


LADIES’ COLORED FELT 





WHITE FELT TONGUE 
PADS 





HOOKS 
HORNS 


BUTTON 
SHOE 








MATE MARKS 
DISPLAY FIXTURES 
SHOW CASES 
SHOE STOOLS 
FOLDING CHAIRS 
BUTTON MACHINES 
SHOE MIRRORS 
INSOLES 

HEEL CUSHIONS 
HEEL GRIP LININGS 
BOOT SOCKS 
RUBBER HEELS 








St. Louis, Mo. 
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RUSSELL’S “NEVER-LEAK’”’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 


leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


|, tather ons be ss comfortable and as water repellent as 


THE “NEVER-RIP’’? SEAMS 
are warranted not to break or open 








Sell ? £Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going.” 


Catalog and merchants’ price list yours for the asking. 


W. C. RUSSELL weeavtonerav Co. 


BERLIN 33 $3 WISCONSIN 


CUOMO COTO 


et Te Ue MILI eT et eld 
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[Nieves 205, 


Whe 
4 thi, Iinnmann al ~ Mt 


One Look 


at shoes made of 
ROVILLA KID 


Shows 
that they are 


Beautiful 
Stylish 
Lustrous 
Comfortable 
Durable 
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They combine all that a 


shoe should be—with the 
price your customers are 


willing to pay. 









CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 






BOOT AND SHOE RECORDER July 31, 1920 











COLORED 


LE! us show you how our SNUFT , 
SIDE LEATHER will help you ‘WILO. 
give value in the shoes which the public aco us A 


SIDE LEATHERS 


Color 18 Color 14 
Medium Brown Dark Browa 








demand. 





Good Shoes at Low Prices 


It hs THE APPEARANCE OF CALF 
It gives LONGER WEAR To Prove It 


It is MODERATELY PRICED Try Some Shoes 
Made From 
This Leather 


Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIL. 






































MILFORD 
MASS. 


STYLE and SERVICE 
iz SHOES for MEN 
encom ES. TORREY acc 


616-617 JO HIGH ST. BOSTON, MASS. BUILDING 






























































Quick service will mean everything to you this fall. We are preparing 
to give it to you. See usin ston in July or write us now. 
E. S. TORREY : 
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Our Fall Catalog 


---one of many styles 
shown in our New 
Fall Stock Catalog. - 
Carried on floor in 
2 3 Black Kid—Brown 
z 3 Kid and Brown Calf. 
= AA to D wide. 






\ 
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We lial Planned Our Stock Service 
More Extensively Than Ever 
REALIZING the unusual de- You should have a copy of our 


mands which will be made Fall Catalog as soon as it comes 













upon our Stock Department off the press. 

through the coming Fall and We may not have your name and 

Winter, we have greatly en- address so we invite you to send us 

larged the scope of our stock both, at once, that you may surely 

service. receive your copy early. 
Williams Clark & Company 
L Women’s Goodyear Welts Exclusively Mass. 
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NK LT A Winner in 
| To Sole Leather 


for sewed work 


ACORN BRAND 


vat tanned from packer 
hides especially for the 
findings trade. 





Carried by all leading 
jobbers. 


KULLMAN), SALZ & GO, 


Tanners of Real Leather 


Vif = Le 
NAH ’ | 


New York San Francisco Chicago 
82 Fulton Street Wells Fargo Bldg. 220 W. Lake Street 





WoT Teele TT Tele lite) 


**The Welt Stitchdown 
that has made good,’’ 


IN STOCK 


Shoes that are built 
to fit the youngster’s 
feet and do not force 
the feet to fit them. 








Vienna Agency 


WELL-KNOWN and estab- 
lished firm, having a ware- 
house of its own and offices with 
plenty of space in the main busi- 
ness street of Vienna, wants the 
agency or exclusive control of a 
live-wire shoe manufacturer’s 
line of ladies’ turn shoes. Must 
be willing to do business in Aus- 
tria, Hungary, Russia and the 
Balkan States. 


—No Tacks 
—No Nails 
Note the Button and 


New Prices 
Lace. 


Smoke Bik....£2.65 
KARMIOL SCHUH G. m. b. H., : 
Mariahilferstrasse 31, 
VIENNA VI, AUSTRIA TRUITT BROS., Ine. 
BINGHAMTON NEW YORK 
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THE GREAT NATIONAL SHOE WEEKLY 


FINDINGS EQUIPMENT and 
_REPAIRING DIVISION 














This month’s Findings, 
_ Equipment and Repair Divi- 
sion of the Boot and Shoe 
Recorder is devoted almost 
entirely to the report of the 
Display Men’s Convention in 
Detroit. Prize window trims 
are reproduced and excerpts 
are published from the ad- 
dresses of men known all over 
the country for their ability 
to trim windows which sell 
merchandise. 
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offered. Why not compel the passer to stop—look and 
listen to your sales display? 


We furnish the Display Fixtures. Send for our 
Catalog3 S§ showing, many Window Displays of our different 
period designs. 


The Decorators Supply Co. 
Archer Ave. and Leo Street 
Chicago, U. S. A. 


Artistic Window Displey FIXTURES have proven 
the most profitable advertising, for the retail merchant. 









































Registered Trade Mark. 


KEEPS WHITE SHOES WHITE 


HENEVER you sell a pair of white boots or 
shoes you have a customer for ‘“ BLANCO.” 
Whenever you sell a tin of “ BLANCO” you have 
made a satisfied customer—one who will return again 


and again. 


For “BLANCO” is an eminently satisfactory 
article—it is he White Cleaner Jar excellence. 


It does the work it is intended to do and does it 
thoroughly and well— without trouble. 


So, when you order your stock of White Footwear 
order their inseparable companion 


“ Keeps white shoes white.” 
The profit is as satisfactory as the article itself. 


Order NOW from your Wholesaler. 
_ Made only by 
Joseph Pickering & Sons, Ltd., Sheffield. 
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The Hit and Run! 


There’sa man on third. Signal comes for the hit and 
run play! Just as the runner starts from third base 
his shoe lace breaks! The play is spoiled—a run is 
lost. 

Cordo-Hyde laces stay tied, outwear ordinary laces 
by months. For every purpose and every occasion, 
for street, sport and society, there is the authentic 
Cordo-Hyde Lace with custom correctness of design 
and detail. 

Have your salesmen feature Cordo-Hyde, offering 
No. 891 (flat), No. 0217 (round), for athletic wear. 
If you don’t talk about Cordo-Hydes your custom- 
ers won’t know you carry them. 

Samples and complete price list for the asking. 


IMITATIONS—by AI. Foss 


Webster has defined “IMITATE—to Counterfeit.” 
Imitation is not only a counterfeit of the real thing, but a recog- 
nition of the merits of the article imitated and a frank confession 
of a poverty of thought by the imitator. 
The inventor and moral owner of an invention naturally takes a 
pride and interest in the things that his genius gives birth to, but 
the imitator is never animated by any sentiments such as inspire 
the inventor to produce a good article—he can take no possible 
ride in the inventions of others—the only interest he can possibly 
ere is a desire toreap where the inventor has sowed. This is why 
imitators never turn out a good article, and the reason why an imi- 
tation is only a counterfeit and can never be anything else—IT ~ 
HAS NO SOUL.—-Copyright by Al. Foss, used by permission. 





Lace Division 


0.A. Miller Treeing Machine Company 
BROCKTON, MASS. 
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Convention a Mine of Display Ideas 


International Association Meeting at Detroit of Unusual Interest 
to Retail Merchants 


Detroit, Mich., July 21. 
WO hours before the twenty-third annual con- 
T vention of the International Association of Dis- 
play Men opened here, there wasalarge assem- 
bly of delegates examining the many thousands of 
dollars’ worth of the latest conceptions in window art 
shown by over one hundred exhibitors which made the 
Arcadia auditorium a bower of interest and beauty. 
Here were found the latest models of sculptured wax in 
all sorts of interesting and natural poses. One figure, 
posed high above the rest, was a diving girl who rivalled 

the celebrated Mack Sennett professional beauties. 
These wax figures were posed in every conceivable 
posture and had unusually natural expressions. One 
exhibit showed a young woman clad in negligee, 
whose expression was the most naturally languid, 
while another near by, clad in sport garments, showed 

every indication of pep and life. 


Papier Mache Decorations 


Among the papier mache decorations were some 
that will interest the shoe merchant more perhaps than 
the wax figures. Christmas decorations were in 
evidence, great Santa Claus figures and other legen- 
dary creatures from fairyland and Mother Goose. 
Other exhibits showed Humpty Dumpty, Jack Frost, 
the Cat and the Fiddle, Mother Hubbard, the Old 
Woman in her Shoe and Puss in Boots. 

A beautiful display of artificial flowers and foliage 
was made by many of the firms, some of which were 
really most artistic and real. 

Window backgrounds, beautifully painted and 
decorated, as well as others decorated with fancy 
papers giving such finishes as velvet, marble, stone, 
etc., were plentiful. 


Principles of Decoration 


A point strongly advocated by one of the speakers, 
Osvar Webber of the J. L. Hudson Company of De- 


troit, was the purchase of standardized fixtures and 
window equipment. He said that it was not an un- 
usual thing in department stores to see a shoe stand, 
a drapery stand and others, all with entirely different 
styles of bases. This showed unwise buying of 
fixtures. He divided his subject—Principles of 
Decoration—into eight sub-heads as follows: 

1. Use of merchandise in place of so many decora- 
tives and settings. 

2. Color harmony. One color harmonies are 
better than miscellaneous displays of colors. 

3. Amount of merchandise to display. He stated 
that he thought some display men were going to ex- 
tremes in making displays of few articles, yet did not 
advocate the over-crowding of windows with mer- 
chandise. 

4. Detail and cleanliness. The display manager 
should look over his display with as critical an eye as 
the passer-by. 


Choice of Sign Cards 


5. Sign cards should be selected with great care 
as to shape, size, color and lettering. He advocated 
the getting together of the advertising manager and 
the display manager so that the text on the cards 
would be real selling argument. 

6. The careful handling of merchandise is im- 
portant. Many dollars’ worth of costly merchandise 
were damaged by careless handling by the display- 
man. 

7. Seasonableness should always govern displays. 

8. The frequency of display should be considered. 
He said that many of the displays in his establish- 
ment were left barely 24 hours before another took 
its place. He was not prepared to say this was 
not wise, but it was questionable whether the value 
of the display to the store was quite realized when it 
was seen by so few persons as so short a time would 
permit. 
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COMPLETE SHOE STORE EQUIPMENT 


Display a —_§— Fixtures 
ee WOOD PERIOD DIS- 
Wax Fi see) |l PLAY FIXTURES. 
saadlieti aainae Rite: Meche = |i The construction and 
a2 ii finish are guaranteed to 
be perfect in every piece 
Deas, Winiiew Te) bi turned out by our fac- 
Tablets on tory. We offer prompt 

ROA ff, service and delivery. 


METAL DISPLAY 
siateiiainin FIXTURES. Curtis 
X-Ray Store and a é us Leger manufactures as 
, ° ° e # oe complete a line of metal 
Window Lighting | : shoe fixtures as can be 
7 . ; seen anywhere in the 


Color Matching \ : 4° 7 ft world. Metal fixtures 
Lamp “- is are durable. 





Novelties 


Leg Forms 


Special Signs 


Artificial Flowers 


Shoe Fitting 
Sticks 


Shoe Mirrors 


Fitting Stools 


Seating 

A beautifully upholstered shoe 
chair of new design. Aisle 
standards and seat frame of 
solid birch, back of 7-ply birch 
veneer. A _ comforta’ cus- 
tomer is in the receptive mood 
and can be easily sold- 


‘ aX, 


A stool that is different. The upholstered seat is separated Valances 


from foot rest, making the stool equally desirable for men or Wail ‘This Coupon send for Our New Fall Valance Photos and Prices 


eee ee ee 


Curtis-Leger Fixture Co. 
Send us complete information, catalogs and prices on the items we have checked below. 

[ ] Footwear [ ] Men’s Apparei [ ] Women’s Apparel. 
We are especially interested in: Special Design Valances. Store Bent Wood Chair. Silk Plush. 

ae | 2 ape Fixtures. French Flo men ' Vv ~~ ee EMting re ; 

j eri ixtures. ren loor Covering for Win- raveling Step ler. . : 

Bronze Window Tablets. Shoe and Glove Measuring Stick. ba wt a rl on 

Bronze Signs. f Iwinor Rugs and Mats. Window Trimmers’ Ladder. 9 atnge~ pay , 
[] X-Ray Store Show Case and Shoe Chairs. Hand Mirrors. Wicker Flower Baskets. 

Window Lighting. Counter Mirrors. 


CURTIS-LEGER FIXTURE CO. 2°¥,J4cksoy nyvp. 


Established 1869 





86 











A. L. Powell, Illuminating engineer of the Edison 
Lamp Company, Harrison, N. J., spoke on ““Modern 
Window Lighting.” 


Modern Window Lighting 


“Display lighting has reached as near perfection 
as any branch of lighting, and the time of the blaze 
of light in our shop windows is past. Modern instal- 
lation has suitable reflectors on lamps located in 
proper places to throw the light directly upon the 
display instead of raising a veil of fog between the dis- 
play and the public. We now light the display and 
not the sidewalk outside of the window. 

“The display manager has problems similar to the 
stage manager. 

“The stage mana- 
ger gets his lighting 
effects by the aid of 
colors and the dis- 
play manager should 
follow his example. 
In fact I see the time 
not far distant when 
the window will be 
lighted to bring out 
every color as_ it 
should. Look down 
a vista of many win- 
dows in a_ block. 
Each has a differ- 
ent picture to pre- 
sent, adifferent color 
scheme to play up, 
but all are lighted 
in the same manner 
by the same lights. 
The time will come 
when the display 
manager will make 
more use of the 
colored light filters and of spot lights for bringing out 
the delicate shadesfof the materials being shown. 

“The future display window will be lighted by 
general lights, some of these of colors to bring out the 
desired effect. 4 Controlled lights and spot lights will 
be used as the stage manager uses them.” 


The Window Sells Goods 


L. E. Weisgerber, display manager of Lord & 
Thomas, New York, gave a paper on “Interesting 
Points for the Display Man.”’ He said: “Individual- 
ity in window display is always practical and one’s 
personality is expressed in the store window. The 
window is the first thing seen by the customer and 
first impressions are most important because they are 
lasting. 

“The window display is a business stimulator, it 
creates atmosphere and gives prestige to the. store. 
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Prize Winning Display of Men’s Shoes at Detroit Convention. Window 
Trimmed by W. R. Scott, Display Manager of R. H. Fyfe, of Detroit 


The lighting, the color scheme and the backgrounds 
are all very important. 

“The display man is one of the most important in 
the business organization. He should adopt the plan 
of showing the merchandise in natural use and not in 
a manner that does not suggest its use at all. 


Constant Search for Ideas 


“The display man should take a joy and pleasure 
out of his work. He should always be on the lookout 
for ideas, for these are everywhere. It is true that he 
must adjust and modify them to his own needs, and 
therein lies his opportunity. 

“Simple displays are always best. -Displays of 
simple units give the best ideas to the customer. The 
background should 
be unobtrusive so as 
to make the articles 
displayed stand out. 
They should serve 
to hold the whole 
display as a unit. 
The color scheme 
should be carefully 
thought out and the 
window should be— 
different. 

“The profession 
has also been recog- 
nized in the general 
sessions of the Asso- 
ciated Advertising 
Clubs as legitimate 
advertising. Man- 
ufacturers and na- 
tional advertisers 
are going into win- 
dow display adver- 
tising more than ever 
before. 

“As the association grows’so will the individual 
member grow. The successful display man is well 
fitted for the position of an executive in the store, but 
he must prepare himself for the position. He should 
make a careful study of lighting, of window architec- 
ture, of arrangement of departments and other things 
that now are taken care of by expensive engineers. 
The display man who can give intelligent information 
along these and kindred lines is in line for promotion.” 

The annual election of officers resulted as follows: 

President, Charles F. Wendel, display manager, 
J. L..Hudson Company, Detroit, Mich. 

First vice-president, E. K. Lummus, display man- 
ager, Almy’s, Ltd., Montreal, Que. 

Second vice-president, Carl Amdhal, Palace Store 
Company, Spokane, Wash. 

Third vice-president, G. R. Macgnagitr, Hudson’s 
Bay Company, Winnipeg. 
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Stylish Spats 


W. G. S. Spats have an expert, conscientious tailoring 
that makes them distinctive. 


Smart dressers make their footwear headquarters with the 
merchant whose spats come from the house of Greilich. 


<2 BOA Fite Ss Sates 


WILLIAM GREILICH & SONS 


Factory and Sales Offices, Brooklyn, N. Y. 
N. Y. Office and Show Room, Marbridge Bldg., 47 W. 34th St. 
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Secretary, T. Guy Duey, Wurzburg Dry Goods 
Company, Grand Rapids, Mich. 

Treasurer, L. A. Rogers, display manager, John D. 
Mably, Detroit. 

The 1921 convention will be held in St. Paul. 

The prize winners in the window trim contest de- 
voted to women’s shoes were as follows: V. L. Carson, 
Guarantee Shoe Company, San Antonio, Texas; 
L. L. Wilkins, Jr., Crook-Record Company, Paris, 
Texas, and W. E. Zemitzsch, Famous-Barr Company, 
St. Louis, Mo., in the order named. The winners in 
the display of men’s shoes were: W. E. Zemitzsch, 
Famous-Barr Company, St. Louis, Mo., L. A. Mc- 
Mullen, Eastern Outfitting Company, Portland, 
Ore., and W. R. Scott, R. H. Fyfe & Co., Detroit, 
Mich., in the order named. 





Only Registered Clerks Fit Supports 


Merchant Has Experience Which Teaches a 
Lesson 


A western merchant relates this experience with 
arch supporters. 

He stocked on them, and, as a means to the brisk 
sale of them, he offered his clerks a commission of 
ten per cent on each sale. They sold fast. 

One day, a young woman, a friend of his wife, came 
to call at his home. Naturally, the conversation 
turned to shoes. She told about the arch supports 





Another Window Trimmed for the Contest by W. R. Scott, Display Manager of R. H. Fyfe & Co., of Detroit 





she had just bought at his store. “Good gracious,” he 
exclaimed, “‘you don’t need arch supports.” 

“But your clerk sold them to me,” she replied. 

He went back to the store to do some heavy think- 
ing. The result was that he recalled his plan for 
selling arch supports, on a ten per cent commission 
basis, and had three of his clerks take a course in 
fitting arch supports. 

These clerks are registered. Now they alone may 
fit and sell arch supports in his store. Other clerks 
are forbidden to do so. This merchant has a reputa- 
tion for fitting arch supports right; also for fitting 
shoes right. He guards his reputation with greatest 
care. 





Insists on Good Laces 
Merchant Says Good Laces Complete the Shoes 


A leading retail merchant insists that manufactur- 
ers put good laces into his shoes. He cheerfully pays 
the price for them. If the laces aren’t up to standard, 
when the shoes arrive at his store, he writes back to the 
manufacturer, requesting good laces. 

It is his theory that good laces complete the shoe. 
On the other hand, poor laces injure the shoe. For 
instance, if a boot lace isn’t long enough to fasten the 
top together, and tie in a neat knot, the customer 
may think the shoe doesn’t fit. If the clerk has to 
stop to change laces, putting a fine lace in place of a 
cheap lace, he is apt to lose time, and losing time may 
mean the loss of a sale of a pair of shoes on a busy day. 
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The Mark of Good 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 
aim of “EAGLE BRAND” production. 


‘EAGLE BRAND” 


“A Perfect Dressing for Every Shoe” 


Quality is always a “repeater.”” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 
The American Shoe Polish Company 


CHICAGO, ILL. 
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The Germ of an Idea—A Scene at the Movies 


How Mr. Jones Gets His Ideas 


It is a popular superstition that ideas come like 
magic. Wave the magic wand—presto—and some- 
thing entirely new is created. 

But is that how it happens? The trouble is, you 
are not on the inside. This article is going to be an 
expose of how the artist or idea man works, or to use 
the vernacular of the profession, “‘steals.” 

Ideas are a matter of adaptation, improvement 
and utilization of that which already exists. The 
artist sees an illustration used for one particular pur- 
pose, he adapts it for another. More originality is 
required if these ideas can be adapted from nature or 
life. 


The Place to Start 


In another case an idea is but weakly expressed. 
The man with imagination adds a little to it and 
makes it plain and understandable. Finally a.good 
idea is developed and executed. Where can it be 
utilized to the best advantage. In what sphere of life 


will it have greatest power. The man who decides that 
can be said to possess originality. 

You are probably saying, “That sounds very well, 
but where am I to start? I am no artist and see very 
little of pictures, besides I haven’t the time to put 
into such matters. I have more important things to 
think about.” 

But you have not, and besides it does not take the 
time you think it does. Ideas come more freely when 
you are not so engrossed in the regular detail of 
business. You can get them at the movies, the theatre, 
on the street, at home, anywhere. 


He Went to the Movies 


For example Mr. Jones of the Jones Shoe Company 
took his family to the movies last night. He saw a 
thriller in which Sessue Hayakawa did some stunts in 
a Japanese tea garden. The accompanying photo- 
graph gives you an idea of the scene that made a deep 
impression on Mr. Jones. 
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DEPENDABLE WHITE SHOE CLEANERS 


KLENE 


Cleans and adds a 
delicate lustre to all 
light kid leathers— 
gloves as well as 
shoes. You'll make 
friends by recom- 
mending it. 


PRICE 


25c Seller 





Positively Will 


Not Rub Off 





LUSTR-KLENE and 
WONDR-WITE are with- 
out question the peerless 
white shoe cleaners. They 
never fail to repeat. They 
outsell, theeugh consumer 
favor, all other white shoe 
cleaners in stores that carry 
them. 

They’re high quality clean- 
ers—the best that can be 
made. And they'll build 
clean sales and profits for 


WONDR 
WITE 


For Canvas and 
Nubuck Shoes. Y ou 
can’t rub it off; 
that’s why it’s so 
ccessfal, C 


you. 





Order samples of each 





213 Milwaukee Ave. 


SOLVOL PRODUCTS CORPORATION CHICAGO 

















en 


FRCHANGEABLES 


There is ‘‘just a little different’’ appear- 
ance to Crystal Fixtures. This makes sic 


A-33 
7” over all 


eer them the logical choice of show window 
accessories. Take this one feature of being interchangeable, 
various styles of fixtures are thus obtained by using the 


same base. 


Our catalog of the latest fixtures will be sent on request. 


CRYSTAL FIXTURE CO. 


SOLE 263-264 Monadnock Block SOLE 
MANUFACTURERS CHICAGO, ILL. MANUFACTURERS 
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And When the Window Background Was Ready It Looked Like This 


“That’s a beautiful picture,” he said to his wife. 
She agreed. 

Now Jones is a live merchant and is always looking 
for ideas that will make his windows more attractive 
and draw customers into his store. He has proven 
to his satisfaction that his thought on window decora- 
tion has brought results. 

Next morning he called his show card man into the 
office. 

“Did you see that Japanese movie at the Realto 
last night?”’ he inquired of him. 

“Yes,”’ comes the answer, “I was there last night.” 


The Birth of an Idea 


“Very good then! I want a window worked out with 
a Japanese garden in the background, similar to the 
one in the movie. It can follow these lines,’’ and Mr. 
Jones sketches, very crudely of course, a simple out- 
line of the scheme. The show card writer being more 
familiar with such things gets the idea at once and 
the next day produces a sketch similar to the one out- 
lined in the accompanying illustration. 

“Fine! Go ahead,” says Mr. Jones. 


The Making of a Window 


The window trimmer took his wall board and 
measured it to fit the window, cut the outline with a 
scroll saw, and supported the wall board with wooden 
cleats in the back. He laid the colors on in flat poster 
tones because it is easier for an average decorator 
to obtain a good effect in that way. 

The colors best adapted for a scene of this character 
are emerald green, spring green, cobalt blue, lavender 
mixed with white, canary yellow and white, cadmium 
yellow, raw sienna, pink similar to the cherry blossom, 
silver gray, a mixture of white and black, and pale 


shades of these colors obtained by mixing the colors 
with white. 


Getting the Atmosphere 


Wistaria in pink and lavender was placed about the 
window in artistic positions. Japanese slippers were 
added to the display to carry out the atmosphere. 

The display installed, Jones’ store experienced a 
spurt in business. It certainly caught the attention 
of the passerby, and they got their percentage of 


‘walk in’s.”’ 


Several days later Jones was strolling down the 
street. He met Smith, one of his competitors, who 
appeared none too happy. 

‘Hello, Jones,’’ said Smith. “Some window of yours. 
It’s the best one you’ve produced yet. Tell me one 
thing, Jones. Where do you get your ideas?” 

Jones looked wise and tapped his forehead. 

“They just come to me,” he answered. Jones did 
not want to give away what he considered a trade 
secret. Smith might have thought him a genius, but 
Jones knew better. 





Footwear Weighed 1034 Ounces 


Feather Weight Costuming the Vogue 


“Style by weight,’’ London’s latest whim, reveals 
the story that the ladies at the Ascot races wore cos- 
tumes that weighed only 28 or 30 ounces. 

One “‘style by weight’ test showed: “tulle dress 3 
ounces; hat, with silver clasp and rosebud trimmings 
2 ounces; silken undergarments 414 ounces, and 
silk stockings and satin shoes 1034 ounces. The total 
is 2914 ounces. Another costume weighed complete 
more than 30 ounces. The lady wore white buckskin 
shoes that weighed 13 ounces. 
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“Not So Long Ago.” 


The luxuries of the past become the necessities of the present. 
Not so long ago silk hose were a decided luxury. A bride had per- 
haps one pair in her trousseau! 

Does the steady: increase in the general prosperity find you with- 
out the best in high class hose to meet the demand? 
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Hosiery 


is the choice of dealers whose customers demand the better grade 
of hose. 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors 


PRevYturene ae 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 


San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 
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Says Findings Business Should Pay the Rent 


From Address Made Before Iowa Convention by E. W. Hertzler, 


(Way back last March at the convention of the Iowa 
Retail Shoe Dealers’ Association, E. W. Herizler, 
president of the association, made an address on the 
subject of “Findings,” which was given wide publicity at 
the time. Because it is one of those messages which is 
limely the year round, we are taking the liberty of re- 
publishing it in this issue of our Findings section.) 


No shoe store or shoe department is complete in its 
full sense without findings. They are as important 
in a store selling shoes as notions are in a drygoods 
store or as accessories are in an automobile salesroom 
or garage. In fact the findings department is the 
notion or accessory department of a shoe store. 

The progressive live shoe merchant sees the value 
and advantages of the sales of findings, because he 
sees that with findings he can increase the volume of 
sales in his store with a line of merchandise that 
rightfully is his, a line of merchandise the public in 
general concedes belongs there and they look for it 
there. 


Findings Are Profitable 


Findings are profitable, too, for the sales on findings 
net a greater profit per investment than do shoes. 

The value of sales a store gets in findings is just 
as large as the interest that stores management 
and salespeople take in pushing them. 

The findings department is probably the smallest 
department in every shoe store both in invested 
capital and in sales but is by no means the smallest 
in net return based on investment. Yet, in most stores 
no particular effort is made to sell findings. I venture 
to say that 95 per cent, yes, I believe I am safe in 
saying 98 per cent of the shoe stores in the State 
of Iowa never advertise findings at all and that 
practically this same percentage never display find- 
ings in their windows. 


Must Be Advertised 


Findings, the same as any other line of mer- 
chandise, need advertising, displaying and salesman- 
ship if one expects to get a big volume of sales on 
them. 

The items that come under the heading of findings 
are many—you know what they are—they range 
from 5-10-25 cent articles up into the dollars. The 
percentage of profit on a 5-10-25 cent article is just 
about as great as on 3-4-5 or 6 dollar articles. I 
tell you, men, it pays to sell these smaller articles, too. 


President of the Iowa Association 





The five and ten cent store people discovered this 
years ago. I tell you it pays to sell shoe laces, 
polishes, brushes, buckles and the many other findings 
that are found that help to beautify and preserve the 
footwear you sell and I tell you it also pays and pays big 
to sell corn cures, bunion pads, arch supports and other 
comfort giving appliances to help cure the trouble, 
aches and pains the other fellow’s shoes have caused. 

My subject deals with the sale of findings and I 
want to state right now that I know from experience 
that comfort giving appliances are wanted by the 
people because they are needed by the vast majority 
and that they can be sold if properly introduced. 
Then, too, they are one of the profitable items of a 
findings stock. 

Then there are buckles and spats—two other items 
that greatly increase the sales of your findings de- 
partment. It pays to push these articles because they 
run into money as much as shoes did before the war 
and the people want to buy them, they beg for them, 
and the merchant that is not progressive enough to 
stock them is clear out of the running. Think of a 
shoe store without Pump Buckles or Spats or Foot 
Comfort Appliances—the real money end of the 
findings business and still some stores do not see the 
value of handling them. 


Should Pay the Rent 


Why, your findings department should pay . 
: the rent and light bill of your store! 


I want to say again that the volume of sales you 


’ get in findings is just as great as the interest you and 


your, salesmen take in pushing them and remember 
this, too, that every time you sell an extra pair of 
laces or pump buckles or spats or arches or practically 
anything else found in a findings stock, you have 
increased your volumes of sales without detracting 
from the shoe lines. 





Women Buy Polishes 


“Women buy most of our shoe polishes.’’ So they 
say at a New England shoe store. “They buy 70 
per cent of the polishes in the Winter time, and even 
80 and 90 per cent in the Summer time. It is only 
occasionally that a man asks for a box of shoe polish 
of any sort. 

“Blackings are nolonger the best sellers among shoe 
polishes. Tan dressings and white cleaners are the 
best sellers. Women buy nearly all the white cleaners. 
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GRIFFIN WHITE KIDINE 


For all white kid shoes. A parfoct white 
cleaner that gives a kid glove finish GRIFFIN PEUERWHITE CLEANER 


Fer all white shoes kid. A thorou 
Small (15c) Size, $14.25 Gross, $1.25 Doz. eS ——- gh 
Large (25c) Size, $21.60 Gross, $1.90 Doz. 31-2 Diy tem ‘op Carton— 
" ross, $1.25 Doz. 


5-oz. Size Neck Box 
$21.60 Gross, $1.90 Doz. 


YOUR WHITE BUSINESS NEEDS THESE 
There are no better or better known dressings for all kinds of white shoes than Griffin. 
GRIFFIN MANUFACTURING CcoO., Inc. 
67-69 MURRAY STREET NEW YORK, U.S.A. 
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WHEN THE CUSTOMER 
GOES OUT WITHOUT 
BUYING — Because she 


cannot get 


Trufit Spats 


It is evident that the spat 
has uncommon merit—and 
this was the experience of 
one of our big customers who 
was out of her size. 


We look for the biggest 
season ever next fall for over- 
gaiters. Low shoes 
— - be alg wes GES W. L.'Douglas Shoe Co., Portland, Me. 

f Furnished with 


TRUFIT SPATS are American Interlocking Shoe Store Chairs 
Some of the advantages of these chairs are: 


what their name in- Be sure 

ies— ‘tti Greater Seating Capacity—Chairs interlock. 
plies True Fitting. bd be . Greater Comfort—Spring, stuffed or full-roll plain seats. 
iran Economy—They cost less and last longer than wooden 


ALL SHADES, IN BOX CLOTH AND FELT legged chairs. 


Write for prices and details 
Laing, Harrar & Chamberlin AMERICAN SEATING LUMEANY 


43 N. Third St., Philadelphia 1016 Lytton Butiding Room 601, 119 W. 40th St. 



































Let a P &V Shoe Pow- 


putralizes and re- 
es excessive per- 
iration. Protects 
e leathers from 
piration cracks 
d discoloring. 
eserves hosier y . 


We ) der sale accompany 
/ bry each shoe sale. It’s 
easy —and profitable. 


The direct profit derived from this source is not to be sneezed 
A word of suggestion sells a box—and makes a well pleased 
customer better pleased. 


And as SATISFACTION INSURANCE, P & V Shoe Powder 
is well worth while—and would be even if you paid a premium 
on it instead of making a wholesome profit. Through its use 
the customer enjoys greater comfort in your shoes—and that 
means greater prestige to you. 


$3.50 gets you started. Write today for this striking display 
stand containing 2 dozen 25c boxes and 100 circulars—from 
your jobber or direct. 


PFISTER &VOGEL LEATHER C0/ 


_ MILWAUKEE WIS. 


Arisrer & 

‘Vogel Leather 

Co., 
Milwaukee, Wis. 


Please forward at 
containing 2 dozen 
boxes P & V Shoe Pow- 
der, at $3.50 per stand. 


Name.... 


Address... 





a 
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Whitremore's 
m Polishes Embrace Everything Needed 
me, For Preserving Shoe Beauty 


All the name im- oO <3 A cleaner and 
plies. Right at zs iY OE IS polisher in one 
the top in qual- "> preparation. 
ity and quantity Is. . Great seller in 
ata popular | thousands of 


price. stores. 


Never Fails to Please the Purchaser 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 
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“HUBTIP” WON tH? OO LACES 


T AERE is no metal in the tips of “WMUBTIP” ¢S 
remain aiways a per manent biack 


Made of fast color raid, wall weal ar Twice o 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


} sy gpa s or ‘Serin s 60 36 in. s P py agente or a nie 
in. per gro. trin - in. per gro. ae. . in. per gro. Strings... . . $3. 
30 we Ror 6 en j 40 .. 3.60 SiS ™ tet ee, Me 
wee + i es Strings... 2 Eo G ASSORTMENT CABINET] D ASSORTMENT CABINET 
: 36 pair 36 in 18 pair 36 in 
F ASSORTMENT CABINET 94“ 45 * ¥ bo ni 2 iy 
. pair =a in.. 18 “ 54“ 


E ASSORTMENT CABINET ORDER A TRIAL CABINET 


36 pair _ in 18 “ 45 * q with 
36 . COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO. --Mfrs.--Boston and Chicago, U.S. A. 
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Sores nee 


Will not rub of! 


LING WHITE—as the name implies—is a 
white that clingg—-DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 
Auburn, Me. Johnson City. N. Y. 
Lynn 


Brockton 

Chicago arlboro 

Cincinnati Milwaukee St. Louis 
Haverhill New York 
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Bidgser Shoe Sales 


The success of 
many a shoe store rests upon the little! 


E set out to find a way to help the 

\ shoe dealer. And we found it. 
The way was to train his sales- 

men and the dealer himself—if necessary 
—to understand feet better. That meant 
better fitting. Better fitting meant better 
satisfaction. It meant greater comfort. 
It meant building customer good will. 
And incidentally we taught salesmen to 
give prompt and permanent relief for all 
foot troubles by means of Wizard Light- 
foot Appliances. This policy has proved 
thoroughly successful. It is the founda- 


tion of bigger shoe sales. 


Wizard Arch Builder. It upholds broken 
down and painful arches, but more—it 
upholds the volume of shoe sales in shoe 
stores everywhere, because trained men 
sell more shoes. Let us explain to you 
just what the Wizard Course in Ortho- 
praxy of the Foot will do for you by train- 
ing your salesmen and thereby building 
bigger sales of shoes. 


Wizard Lightfoot Appliance Co. 


St. Louis, Mo. 


- - New York 
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While the closing of the various shoe 
and leather style shows and fairs did 
not develop any great amount of busi- 
ness, they did show that the trade is 
interested, and that there is a better 
feeling than there was a few weeks ago. 

It has been the history of the leather 
business that protracted dull spells are 
not usually followed by immediate 
heavy sales, as it takes some time to 
recover from the effects of slow buying 
and non-buying movements. 

It was believed that factories would 
start their cutting rooms on pretty near 
full time right after the Fourth of 
July, but that business has not yet ma- 
terialized. Some factories which were 
closed down entirely have put their 
cutters on for half time. There are 
some shoe manufacturers also who are 
busy making up samples for next Spring, 
and they are in the market looking at 
supplies of leather, both in the upper 
and sole leather branches. 




















Buyers in Eastern Markets 





There have been quite a good many 
shoe people in the Eastern markets, but 
they have ‘not done any extensive buy- 
ing. Their interests have been mostly 
confined to sampling and looking up 
prices of stocks. It was reported that 
more buyers are on the way here from 
foreign markets with a determination 
to make purchases of leather. Should 
this result in active business, there 
is likely to be more purchasing on the 
part of the domestic trade. 


















Action Against Canceling 





Shoe manufacturers and tanners have 
been curtailing production extensively 
for several months, so that their ac- 
cumulations are not of a burdensome 
nature as might be supposed. There 
has been a decided stand made against 









The Le 
Review of Leather 
Supplies and Prices 
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Sample Purchases the Feature 


No Large Orders---Curtailment Places All in Waiting Attitude--- 
Prices Nominal in Absence of Trading 





the evil of canceling orders, and it is 
understood now that before orders are 
accepted they must be absolutely con- 
firmed, and makers must be assured 
that the goods will be taken when 
finished. This applies both to leather 


and shoes. leather. 


Calfskin Leather 


There is virtually no change in the 
calfskin market. The leading tanners 
are still sending out goods on old con- 
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tracts, but the new business is naturally 
slow under the prevailing conditions. 
There have been numerous off lots 
cleaned up at low prices, and the pre- 
vailing range is from 70c to 90c, and jn 
some instances $1.00 per foot on colored 
Such black calfskins as are 
being sold or sampled generally bring 
about 10 to 15 cents less than colons. 
Shoe manufacturers have adopted ‘a 
conservative method of buying as they 
(Continued on page 105) : 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


1914 
Hemlock sole, heavy No. 1...............: —@30 
Hemlock sole, seconds, mid............... 24@26 
OG ae 47@50 
Oak sole, No. 1 backs, all weights.......... 45 @416 
PEE CU Pe PEO —@44 
I 5x cislka bc ue de biergace cd 
a SPITE OT TTT ee 
CMe, MOUENGETIGIIIOS |. go iin'sioi ic iisre Kec ese 
Offal, hemlock shoulders... Pre 
eS ee reer cree eee 
III 6.56 sodas een sbenanecs 


Chrome, S. A. dry hide, 714 to 10 iron sides. 
Chrome, green hide, 6 to 8 iron sides........ 


1919 


Cents per pound 


56@ 57 
54@ 55 
96@1.00 
82@ 84 
84@ 85 
80@ 83 
10@ 12 
12@ 18 
30@ 32 
15@ 16 
18@ 19 


Cents per foot 


43@ 50 
—@ 50 


1920 


52@55 
50@52 
1.05@— 
85@94 
80 @a2 
80 @82 
14@15 
20@22 | 
40@— 
19@20 
25 @% 
60 @— 
— @60 


Upper leather quotations are not given, owing to the wide range of prices w hich 


depend on quality, grade and selection. 
Hides and Skins 


1914 
eg | re 20@20% 
OO ee eee —@I19 
NG ia e fia hig 56.6100 d:506 dered ae we'ae 16@16% 
Chicago City calfskins.:............... 18@224% 
Oe | a eee Cree re rer ery 28@— 


1919 


Cents per pound 


52@ 53 
51@ 52 
45@ 50 
80@1.00 
45@ 46 


1920 


—@30} 
33@34' 
17@21} 
25@3714 
32@34! 








BOOT AND SHOE RECORDER 











i re 








e 





Where Style and Service Meet 


Retailers like to recommend shoes 
that have all the smartness of the 
latest styles and yet all the service of 
a dependable line. In these dainty 
KEDS models for girls and children, 
the dealer will find just the sort of 
shoe he needs. Trim, durable and 
comfortable. 


There is plus business for every shoe 
retailer in KEDS. A full line of all 
styles and sizes places the dealer ina 
position to meet a national demand. 
This Smart Style is only one variety 
of the KEDS line, which includes 
a shoe for every person—a style for 
every purpose. 


United States Rubber Company 
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RUBBER-SOLED CANVAS 
FOOTWEAR 


The Popular Summer Shoe—Some 
Snappy Models—Big Demand 
Predicted for 1921 


The Rubber Letter this week is main- 
ly ‘devoted to a treatise on Rubber- 
Soled Canvas Footwear. So important 
has this feature of the rubber business 
become not only to the manufacturer 
but to the retail shoe merchant that 
production is being speeded up on the 
one hand, and retail merchants find 
their stocks rapidly diminishing. Next 
year bids fair to be a bigger-than-ever 
selling period. 


An Approved Type of Canvas Shoe, 
with Rubber Trimmings 


During the past few years canvas 
footwear has greatly increased in pop- 
ularity in every part of the country. 
There are many reasons for this. The 
manufacturers have listened to the eco- 
nomic call of the public and have trans- 
formed the old-time tennis shoe or 
sneaker of twenty years ago into at- 
tractive and stylish appearing footwear, 
and the result has been exactly as might 
be expected—a large demand for the 
shoes. 

The up-to-date retail merchant should 
consider the canvas footwear he carries 
from every possible angle. While there 
is still a market for a very cheap shoe 
like the old-fashioned sneaker, by far 
the greater demand today is for a better 
quality, because even the fine-grade 
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Rubber ne la 
The Market Situation - Prices and 
Style Information - Trade Notes 
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canvas shoe is much more economical 
than the low-priced grades of leather 
shoes. The rubber-soled canvas shoe 
is light in weight, flexible and comfort- 
able, and has excellent wearing qualities. 


Heels a Desirable Feature 


The addition of the heel to the rub- 
ber-soled canvas shoe has made a much 
more general market for this class of 
merchandise. The merchant should 
take care to choose heels that are light 
in weight and of a quality of rubber 
that will insure the wear. There are 
several shoes on the market today that 
are made with hollow heels. The ob- 
ject of the hollow heels is to lessen the 
weight and also to create air pockets so 
that the wearer is literally walking on 
air. These pneumatic heels are prefer- 
able to any solid heels that can be made 
for canvas footwear. 

It is sometimes difficult for the con- 
sumer to determine the quality of the 
duck of which the canvas shoe is made. 
An unbleached duck that is loaded with 
glue or other ‘“‘filler’’ has the appear- 
ance of coarseness. The duck is not 
pliable or soft, and the purchaser is very 
often deceived because shoes made of 
duck of this kind have the appearance 
of weight and additional wear. This 
sizing or “‘filler,” however, very often 
works to the detriment of the shoe, be- 
cause it has a tendency to cause the 
duck to “‘churn’”’ or crack. 


‘*Filler’?’ Substances Removed 


This same quality of duck, when 
properly treated, has all of these “‘filler” 
substances removed, and in _ conse- 
quence is lighter in weight, much more 
pliable, presents a neater appearance 
and has additional wearing qualities, 
because the tendency to crack has been 
removed. Some manufacturers have 
created the impression that weight 
means wear, but present-day retail 
merchants and also consumers are 
learning that this is not necessarily so. 
Weight in itself does not mean addi- 
tional wear. 

The most recent efforts of the manu- 
facturers to dress up the canvas shoe 
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have resulted in the addition of leather 
and rubber trimmings. A good exam- 
ple of an artistically trimmed shoe is il- 
lustrated in the cut. These trimmings 
are either of leather or rubber, but rub- 
ber is considered to be preferable, be- 
cause it withstands the wear much bet- 
ter and does not crack or peel, and con- 
sequently the appearance is maintained 
during the life of the shoe. 

There has been much advertising and 
talk of steam and pressure cures as ap- 
plied to rubber footwear. These proc- 
esses used in the manufacture of rubber- 
soled canvas shoes have enabled the 
manufacturer to create a lighter-weight 
shoe that will give more wear than could 
have been obtained without these up- 
to-date methods. 

Shapely lasts, similar to the styles 
used by manufacturers of leather shoes, 
are used to excellent advantage, so to- 
day many lines of canvas footwear can 
be called ‘‘shoes’’ in every sense of the 
word. 


Slight Price Advance 


The present-day prices as compared 
with the pre-war prices are of course 
high, but considering every phase of the 
price situation the canvas shoe is cheap 
and economical if prices are compared 
with that of leather shoes. 

There is scarcely any commodity that 
has not advanced more in price than has 
the canvas shoe. Unlike most commod- 
ities, crude rubber has not advanced in 
price during recent years. The in- 
creased cost of the canvas shoe is due 
wholly to the ‘increased cost of cotton 
and labor. Whereas cotton has ad- 
vanced 357 per cent since 1912 and labor 
approximately 176 per cent since the 
same time, the average price of the rub- 
ber-soled canvas shoe has only ad- 
vanced approximately 90 per cent. It 
is easy to see why people have turned 
so readily to this class of footwear. 


For Every Requirement 


During a recent day which the writer 
spent in a rubber footwear plant she 
was very much interested to note how 

(Continued on page 105) 


AANA 2S ate ALE APE EI Sass Ph LENG ABO SEED 











Buyers’ Easy Reference Directory 


R. A. CHENOWETH & CO. 
147 Lincoln Street, Boston, Mass. 
Migrs, of TOP GRADE TURNS 










“Those totally different shoes ” 


No. 8554 
IN-STOCK 


Fine White Eve 
Cloth Oxford. 
Goodyear Welt. 
Military Heel. 
A to D. 


No. 8554 
173 SUMMER STREET 
BOSTON, MASS. 


BLUESTEIN BROS. 
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— produced from 
California sun- 
bleached quality 
felt — nationally 
advertised. 





STANDARD FELT COMPANY 


West Alhambra - 














Kistler, Lesh & Co. 


SOLE LEATHER 


AND 


BELTING BUTTS 
TANNAGES 
St. Marys 


882 Summer St., Boston, Mass. 





Mt. Jewett Burke Muskegon |j 












A 
Winning Style 














HARNEY, TRACY, CREHAN CO. 


FACTORY : 589 ESSEX ST., LYNN, MASS. 








BOSTON OFFICE: 10 HIGH STREET. 


Blind Eyelet 
Shoe Laces 


Finished with the Nufashond Fabric 


Tip—the neatest ever invented. Never 
catches in the eyelets. Won’t come off. 
Order from your jobber. Samples upon 
request, 


The Narrow Fabric Co. 
READING, PA. 
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FOREIGN BUSINESS 


Your overseas customer prefers to do business his wa 
If he does not read English, he should be written te in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, ete. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 























PENTUCKET COMFORT 
LINE 


Consists of Women’s Boots, 
Oxfords and Strap Sandals 
—of Vici Kid and Cabretta. 
Case lots only. Prices up- 
on request. 





PENTUCKET SHOE CO., Inc. 
HAVERHILL, MASS. 
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THE LEATHER MARKET 
(Concluded from page 101) 


still fear being caught with high- 
priced leather. Suede finishes of calf of 
the best lines still bring $1.00 to $1.15 
per foot and upwards. Lower grades 
are available at 75c and upward, accord- 
ing to quality and tannage. 


Side Leather 


As side leather is used more largely in 
the medium and heavier grades of 
shoes, there has been a little more in- 
terest. The staple lines have sustained 
perhaps less of the dulness than the 
finest grades of leather. Colored side 
leather by the leading makers is quoted 
all the way from 40c to 80c a foot, de- 
pending upon the kind of leather wanted 
and the style of shoe it is desired to 
make. Kip sides are quoted by leading 
tanners at 70c to 75c a foot, and there 
has been a fair call for this leather. 
Elk leather has also been in very fair 
demand; this goes into heavy unlined 
footwear, scout shoes, and the type of 
shoes which are suitable for sporting 
and agricultural service. In fact, the 
leathers which go into the heavier and 
more stable goods have been in the best 
demand. 


Glazed Kid 


The glazed kid market has con- 
tinued quiet, although the call for a 10- 
inch boot which attracted much atten- 
tion at the style show should mean a 
more immediate future for glazed kid. 
Prices have shown little change in 
recent weeks. 

Shoe manufacturers have been doing 
more sampling of late, and are looking 
into the matter of prices. The best 
tannages of colored leather still rule 
above $1.00 in price, and for the top 
grades from $1.10 to $1.25. The me- 
dium and cheaper grades range down- 
ward according to tannage and selection 
desired. 

There has been liberal sampling of 
glazed horse of late. Colors are quoted 
at 60c to 75c, and blacks about 10 
cents less per foot. 


Patent Leather 


The patent leather trade continues 
quiet, but there have been more samples 
of late shown of patent leather slippers 
both for men and women. Colored 
patent is featured to some extent, but 
mostly for export. The export trade 
has continued exceptionally good, con- 
sidering the dullness of the home 
market. Large quantities of patent 
leather are being sent forward each 
week to some of the Latin-American 
Republics. 
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The Sole Leather Situation 

There has been virtually no change 
in the sole leather market, excepting 
that foreign inquiries are increasing and 
tanners look for renewing of many of 
their foreign contracts in sole leather. 
While the domestic trade is dull, there 
is more inquiry than there was a few 
weeks ago, and buyers are shopping 
around, evidently in expectation of 
early buying, at least in a moderate 
degree. 


RUBBER FOOTWEAR 
(Concluded from page 103) 

the study of the market and the skill of 
the manufacturer have succeeded in 
producing this class of shoes for every 
conceivable requirement. For example, 
there is the heavy, coarse, rugged canvas 
shoe with a substantial heel designed for 
the mechanic or workman. The same 
idea is carried out in small sizes for play 
and school shoes for the children. Then 
there is a variety of qualities and styles 
of snappy-looking sport shoes, some of 
them manufactured with smooth soles, 
particularly adapted for use on boats. 
These shoes have smart lines and snap- 
py-looking trimmings. There are nu- 
merous shoes of this kind designed for 
athletic use, tennis, basket-ball, gym- 
nasium work and so forth. There are 
other grades for use in camps at the sea- 
shore, where leather shoes are less 
practical. There are shoes designed es- 
pecially for bathing made of very light- 
weight twill and light soles, and de- 
signed successfully to withstand the 
salt water for a considerable time. There 
are also the very fine grades of rubber- 
soled canvas shoes, with big ribbon bows 
or fancy ornaments and high heels of 
up-to-date designs, that dress milady’s 
foot appropriately for the evening, to 
say nothing of the very smart appear- 
ance added to the Summer costumes 
that are in vogue at the present time. 





Necessary to Every Wardrobe 

Manufacturers predict that next sea- 
son will be the biggest canvas footwear 
season the country has ever known. We 
are inclined to believe as do the manu- 
facturers when we ponder on the points 
enumerated above and realize that the 
rubber-soled canvas shoe as made today 
embodies so many points of superiority. 
The average person is bound to realize 
sooner or later that a few pairs of canvas 
shoes are necessary to a complete ward- 
robe, and especially desirable because 
the price is still relatively low. 


Place Orders Early 
If the retail merchant persists along 
ultra-conservative lines in the Fall and 
hesitates about placing his orders for 
rubber-soled canvas footwear for his 
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next season’s requirements, it is very 
likely he may find that he will have dif- 
ficulty in getting all he needs in the 
Spring, because the general inventory 
condition shows very few of these goods 
on hand either in the manufacturer’s 
stock, jobbing houses or on the retail 
merchants’ shelves. Therefore it be- 
hooves the retail merchant to consider 
his line very early in the season and 
order early from his jobber at least the 
quantity he is sure of disposing of dur- 
ing the Spring and early Summer of 
next year. 


WISCONSIN RUBBER NOTES 


Tomah to Move to Sheboygan—The 
E. L. M. Co. 


The Tomah Rubber Works, organized 
some time ago by Leo Hofmeister of 
Milwaukee, to manufacture rubber 
footwear, soles, heels, etc., and having 
a temporary factory at 176 Seventeenth 
Street, will move to Sheboygan, Wis. 

The E. L. M. Tire & Rubber Co. has 
been organized at Racine, Wis., to 
manufacture tires and mechanical rub- 
ber goods, including rubber heels, soles, 
boots and shoes. ‘The incorporators are 
Lawrence E. McKimm, Otto E. Ahrens 
and Marion McKimm. The authorized 
capitalization has been fixed at $200,000. 


UNITED STATES RUBBER CON- 
VENTION 


Managers of Footwear Division Met 
at Franconia Notch 


From July 11 to 18 the Branch 
Store Managers of the United States 
Rubber Company’s Footwear Division 
held a convention at the Profile House, 
Franconia Notch, New Hampshire. 
George H. Mayo, General Sales Man- 
ager, presided over the meeting. 

Besides the Branch Stores, many 
other phases of the company’s activities 
were represented, including production, 
sales, advertising, export and the 
Canadian departments. 

Among those present who are well 
known to the footwear circles were: 
Homer E. Sawyer, vice-president of the 
company; Ralph Starr Butler, ad- 
vertising manager; Myron H. Clark, 
general factory manager of the footwear 
division; H. B. Hubbard, assistant comp- 
troller, and W. F. Enright, assistant 
to manager of the footwear division. 


Dealer Co-operation Featured 

Retail merchants from all over the 
country will be interested to know that 
a large portion of each session was 
devoted to dealer co-operation. Many 
problems that involved the questions of 
distribution and service were carefully 
considered and a new campaign of 
relationship and mutual understanding 
was mapped out. 
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TRADE MARK 


Here Are 


FELT 
SLIPPERS 


THAT PLEASE THE EYE 


AND 


COMFORT THE FEET 


They give the wearer a satisfied feeling in all respects—suiting a desire 


for economy as well as fulfilling the universal 
“COMPANIONS” — MADE IN THE MOST YOU 


love of luxury. 


SHOULD SEE THIS LINE FOR 


POPULAR STYLES IN PRETTIEST COLORS SATISFACTORY APPRECIATION OF 
THEIR SPLENDID SALES POSSIBILITIES. 


— MERIT YOUR EARLY INSPECTION. 


Ask Your Jobber or Write Us For Samples 


Republic Felt Shoe Corporation 


899 Kent Avenue 


Brooklyn, N. Y. 
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for all 
Dress Occasions 


MEN'S PATENT OXFORDS 


Custom Quality 


In Stock — Order Now 
A,B 611 
Cp en soe 


Hand Turned — A Perfect Dancing Shoe 
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Si “BAL TABARIN” 





HAZEN B. GOODRICH & COMPANY 


HAVERHILL, MASSACHUSETTS 


ot 


oc 































July 31, 1920 


a Ps +t e a — hy ak 
NEPAL ee i oon (Bt alitinsay: ‘Fatty: } ofl PRIDE DUO RDERSEADDDADR UL OR AAR AD ASP EAE 
,/ f ft » , f 


News in Shoe Markets 
Manufac and heeteg meng, ines all 


ments m America’s Shoe 


TC ANTE LITT + 


TTT i ro Sas ce eet 


rT REALE REECE ETE LE ee MMIII NE ME i 


RETAIL*MERCHANTS OPTIMIS- 
TIC 


Public Mental Attitude Is Much 
More Encouraging 


A more hopeful mental attitude 
among retail merchants in all lines of 
trade has become noticeable as the 
result of the effective manner in which 
they have been able to put their house 
in order, as it were, for the Fall and 
Winter season. While consumer de- 
mand remains spotty and of consider- 
ably lessened volume, when compared 
with the early part of the year, and 
last Summer, there are signs which in- 
dicate that a change in the trend of 
popular thought is coming. It is felt 
that the public is slowly getting away 
from the idea rampant a month or two 
ago that commodities of all kinds were 
entering into a big slump. The steady 
rise in foodstuffs and other necessities 
has had much to do with overcoming 
this impression. 


Cut Prices Continue 


Immediate business in boots and 
shoes is active under the stimulant of 
cut prices, which continue to be offered 
by]virtually all stores. Such conces- 
sions still are deemed necessary to im- 
part a brisk tone to retail trade. In 
some cases the concessions now are far 
greater than at any time since the wave 
of cutting prices began. The wisdom 
of liberal slashing of resale values may 
be questioned, but nevertheless those 
who have done and are so doing are 
agreed that unless this is done, business 
would certainly require some other 
stimulant to keep ii from falling asieep. 


Backward Buying Conditions 


Talks with representative merchants 
reveal no appreciable change in their 
views concerning an active re-entering 
of the market for future stocks. They 
seem to be too busy with the task of 


Milwaukee 


cleaning out their existing stocks to 
pay much attention to arguments ad- 
vanced by the representatives of manu- 
facturers and jobbers why orders should 
be placed immediately if the goods are 
to be on the shelves when they are 
needed most. However, an impression 
is gradually being made which is bring- 
ing about a realization of the necessity 
of making provision for the future. 


IN THE FACTORIES 


Manufacturers More Hopeful, Es- 
pecially on Work Shoes 


Local boot and shoe manufacturers 
are pleased with the manner in which 
the retail trade in most parts of the 
country is changing its attitude. Al- 
though new business is not of large 
volume so far, the reinstatement of 
orders which were canceled right and 
left several months ago is regarded as 
significant of improvement. Require- 
ments already on the books, and addi- 
tions now being made, relatively small 
as they are, make it possible to maintain 
a fair volume of output in most of the 
factories. Makers specializing in work 
or service shoes are in a more satisfac- 
tory position than those featuring the 
dress styles, as might naturally be ex- 
pected under existing conditions. 


A New Plant 


A new industry which will specialize 
in children’s shoes is in process of or- 
ganization in Milwaukee. It is the 
Simplex Shoe Manufacturing Com- 
pany, which has been incorporated with 
a capital equivalent to $80,000. The 
incorporators are Frank L. Weyenberg, 
president of the Weyenberg Shoe 
Manufacturing Company, Roy C. Allen 
of the credit department of the com- 
pany and S. A. Weyenberg, a nephew 
of the well-known manufacturer, and 
leading spirit in the enterprise, which 
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will be separate and distihct from the 
Weyenberg company. An existing 
factory building will be leased at once 
and equipment provided so that pro- 
duction may be put under way by early 
Fall. 


Change in Name 


The new name of Belgium Shoe 
Manufacturing Company has_ been 
adopted by the corporation organized 
several months ago under the style of 
Witmeyer-Hubing Shoe Manufacturing 
Company of Belgium, Wis. To more 
adequately finance the business, the 
capital stock has been increased from 
the original figure of $100,000 to $150,- 
000. According to F. C. Gagnon, secre- 
tary and general manager of the com- 
pany, the factory now under construc- 
tion will be completed by the end of 
August and enough business already 
has been placed on the books to insure 
continuous operations at capacity for 
several months forward. 


BADGER BOOT BRIEFS 


New Incorporation—New Partner- 
ship—In New Building 


The Mason Mercantile Company of 
Mason, Wis., has increased its capital 
stock from $25,000 to $50,000 and will 
enlarge its various departments, in- 
cluding the boot and shoe section. 

Endrizzi & Wiercinski is the name of a 
new partnership formed at Hurley, 
Wis., to establish a men’s furnishing 
store on Silver Street. The firm will 
conduct a boot and shoe department 
and handle the Regal line. 

Bernard Nelessen of Suring, Wis., has 
reopened his shoe repair shop in tempo- 
rary quarters, pending the completion 
of a new building which will give store 


‘ space besides room for the shop. 


Sax Bros., 329 Third Street, Mil- 
waukee, merchants in leather and find- 
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Where to Buy 


Women’s Shoes 














COLLINS & STAPLES 
Makers of 

HAND TURNED LOW CUTS 

: —— Strap. Made 


in Polar Cloth and 
All Leathers. 


lactery, 118 Phoenix Row 
Haverhill, Mass. 








sy 


Boston Office 
ie Lincoln St. 


gagggugegsesceuess seeggaceeeseeccesses 
Hee 


The Line of 100 Styles 
of Comfort Shoes 


ncesses—Sandals, etc. 
Women’s Flexible Welts 
and McKays, and Warm 
Lined — Men's Slippers. 
TIMSON BROS., Inc. 
Boston, Mass. 
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? PHILLIPS-CRAM “. 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 
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E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Tease. 
Boston Office 
147 Lincoln St. 








BARNETT SHOE CO., Boston 
Immediate Delivery 
A White Cab. 


Turned ra Pump,18-8 
Covered uis Heel. 
B, C, D 





$3.60 





“CLEO”’ TIES 


BLACK AND BROWN OOZE IN HIGH. 
GRADE TURNS WITH MED) . 


ZES 3-7. and C 
weas-pnice =" © $5.90 
Net 10 Days 
Straight Runs Only 


BARNETT SHOE CO. 





110-112 Summer St. Boston, Mass. 


LATEST CREATION IN A BOUDOIR 
Top bound with galloon, lined ye grt with 
white or colored leather 


height at back of slipper to a Ly ond 
fit around top = ‘Prevent falling off sy foot. 


oi on ant Outwears two 
ef tbe grdiary bow Very best of w 


om a = »-. $1.75; Reds ond 
Ton, $1. Sr3e: and Blues, $2.00. 


a THE ORIENTAL BOUDOIR CO. 


Resor st Street Hav: 
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ings, are remodeling and enlarging their 
building at a cost of about $8,000. 

Coffland Bros., Richland Center, 
Wis., are making a two-story addition, 
33 by 120 feet, to their department 
store and remodeling the old building. 
The boot and shoe department will 
benefit to the extent of a 50 per cent 
increase in the floor space. 

The New England Shoe Repair Shop, 
Sheboygan, Wis., formerly at 810 North 
Eighth Street, has moved into a new 
and larger building at 828 North Eighth 
Street. A stock of men’s and boys’ 





July 31, 1920 


boots and shoes will henceforth be 
carried regularly. Electrical repair 
equipment has been installed. 

Oscar Sheldew, formerly manager of 
the Co-Operative Store at Rock Elm, 
Wis., has been appointed manager of 
the shoe department of the J. W. Allard 
store at River Falls, Wis. 

The Amity Leather Products Com- 
pany, West Bend, Wis., has increased its 
capital stock from $25,000 to $125,000. 
The factory has recently been more than 
doubled in size and the business other- 
wise is undergoing material expansion. 


Chicago 


SALES THE FEATURE 


Shoes At a Price Is the Dominant 
Thought 


The dominant thought in the minds 
of both the public and shoe merchants 
at the present time seems to be shoes at 
a price. 

At different times the dominating 
thought has been some particular color, 
style, material or last but now it is 
price. 

Practically every store in the Loop as 
well as the outlying districts are run- 
ning sales. 

In the Loop district the higher grade 
stores are, as a rule, conducting the 
sales in keeping with the dignity of the 
establishments. Perfect decorum and 
all the little niceties which go with 
dignified merchandising prevail. Some 
shoes are displayed on stands; each 
having a neatly printed price ticket 
attached. 

Neatly trimmed and not overcrowded 
window displays still maintain although 
price cards tell the story of price 
reductions. 


How Windows Look 


Some of the stores catering to the 
cheaper class of trade have shoes 
literally piled into the windows and 
posters printed in colors announce the 
sale. 

This method also is adopted by some 
of the department stores seeking the 
same class of customers. The Boston 
Store, for instance, has two of its big 
windows stacked with cartons and 
packing cases. In the packing cases 
are the shoes as packed in the factory. 
The names of the wholesale shoe houses 


of several different cities appear on the 


cases and cartons. This tells the story— 
cancellations and returned shoes sold 
to these wholesalers by factories. 

The shoes are mostly of the comfort 
type and are priced at $1.98, “$2.98, 
$3.98, etc. 


ADVERTISING METHODS 


Letter Sent Out to Customers—An 
Unloading Sale 


F. E. Foster & Co. sent a nicely pre- 
pared letter to each of the several 
thousand women on their mailing list, 
advising them that “as a client of the 
Foster Shop, we extend the privilege 
of purchasing Foster Shoes at sale 
prices from July 19 to July 28 inclusive. 
No public announcement of the Foster 
Sale will be made until customers of the 
Foster Shop have had opportunity to 
make selecctions.”” Attached to the 
announcement was a scale of price 
reductions. 

This plan of advertising the sale has 
crowded the store during the entire 
week. Charges, deliveries and all 
special service remain the same as in 
regular conduct of business. 

The Browning shoe store on 63rd 
Street are conducting an “Unloading 
Sale.” The sale is being managed by a 
company of sale conductors. 


AN INTERESTING 


The Big Coliseum Now a Series of 
Stores 


SITE 


The big Coliseum on Wabash Avenue 
at 14th Street has been used for many, 
many purposes during its lifetime. 
Several presidential candidates, in- 
cluding- Warren G. Harding, have been 
named here. 

Automobile shows have on several 
occasions been staged in this building. 

It remained for Ben Epstein, former 
shoe merchandiser for Rotschild and 
Company to convert the big arena into 
a shoe store. A shoe store it is now, or 
rather a series of shoe stores. The big 
room has been divided up into stalls 
or rooms, the partitions being formed 
of shoe cases which also serve as shelv- 
ing. Each room is a miniature store 
manned by salespeople, cashier and 
wrapping girls. 
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The salespeople do not fit the shoes 
but customers Have the privilege of 
fitting themselves if they choose to do 
so; chairs are provided but no fitting 
stools are in sight. 


Each Stall Segregated 


Each stall is devoted to selling just 
one priced shoe. Prices on women’s 
shoes, for instance, run from $2 to $7 but 
$2 shoes are sold in one section, $3 shoes 
in another, etc. 

In men’s shoes the price range is 
from $3 to $7 and here again a special 
section is devoted to the sale of a single 
priced shoe. 


Big Sales 


“The sales for the opening day were 
beyond the expectations of the manage- 
ment,’ said Mr. Epstein. ‘‘We would 
have undoubtedly done more had we 
been permitted to use advertising space 
inthe big newspapers. We contracted 
for space but when we got ready to use 
it’the newspapers informed us that their 
columns were overcrowded and they 
could not accept our copy. A clause in 
the contract permitted them to do that.”’ 

Billboards, handbills and_ similiar 
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schemes of advertising are being used. 

It is significant that all the shoes 
in the Coliseum sale, representing an 
inventory value of about a quarter of a 
million dollars, were made by manu- 
facturers who make shoes only for 
wholesalers. 


L. D. Lefly Resigns 


L. D. Lefly, for several years shoe 
merchandiser for the Fair department 
store, has tendered his resignation 
effective August 1. Under the manage- 
ment of Mr. Lefly the shoe business of 
the Fair store has shown an enormous 
growth and expansion. Mr. Lefly has 
not announced his future intentions 
but to remain in the shoe game. 


Wholesale District Quiet 


In the Chicago wholesale district 
business has been very quiet during 
the past week. As one wholesaler put 
it, “Business would be mighty good— 
if there was any.” 

Few merchants are in the market. 
Most of them were in during the week 
of the Exposition and convention and 
are now busy with special sales. 


Cincinnati 


OHIO_FAIR PRICES 


Committee Appointed to Interview 
Commissioner as to Fairness 


The margin of profit established for 
Ohio retail merchants by State Fair 
Price Commissioner John Pfiefer oi 
Columbus was in some cases thought to 
be a little unfair by the members of the 
Retail Stores’ Association of the Cin- 
cinnati Chamber of Commerce. They 
also found that in many instances the 
proper interpretation of the prices de- 
cided upon by the State Commission 
was rather difficult. The association 
therefore selected Robert W. Pogue of 
the H. & S. Pogue Company, Warren 
Hunter of the Mabley & Carew Com- 
pany and Charles G. Brooks of the 
Smith-Kasson Company to go to Co- 
lumbus this week for an interview with 
the commissioner. 


Luxuries Not Affected 


The report of these merchants before 
the Hamilton County Fair Price Com- 
mission did not divulge any changes in 
the prices as previously fixed, but set- 
tled one query—that being that on all 
articles considered necessities and not 
listed in the report of the commissioner 
of three weeks ago, a maximum profit 
of 33 1-3 per cent is allowed. It was 
further made clear this week that it 


was the ruling of the commissioner at 
Columbus that no restrictions would be 
placed on the profits which the mer- 
chants can make on luxuries. 


Clear Interpretation Wished 


The Cincinnati retail shoe merchants 
are heartily in favor of the action of the 
Government in the fixing of fair profits 
for the sale of their goods. Many of 
them have stated that it will and al- 
ready has been the cause for more con- 
fidence on the part of the public. One 
local downtown merchant, however, this 
week raised the question of an apparent 
conflict between the ruling of the State 
commissioner on luxuries and that part 
of the Lever act which classes a shoe 
selling over ten dollars as a luxury, and 
on which must be charged a luxury tax. 
This merchant states that on the face 
of it, a shoe priced above ten dollars, 
and considered a luxury according to 
the Lever act, is not affected by the 
schedule of prices set by Fair Price 
Commission if the ruling regarding lux- 
uries holds good. 


New Incorporation 


The K, J. Shoe Company of this city 
was incorporated recently with a cap- 
ital of $25,000. L. Weiland, G. C. 
Jacobs, A. Friedman, H. Kirchanblatt 
and H. J. Schwer are the incorporators. 








[ Where. toBuy 


Women’s Shoes 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 


Boots & Slippers 
for the Wholesale Trade 








ALGIER SHOE MFG. CO. 


PART SF WEN VORA 
Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








PLENTY IN STOCK 


For the Growing Girl 
Imitation Turn 
Quality — Style— Fit 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
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Women’s Novelty 
Styles 
READY TO SHIP 
CASE LOTS 
L. SCHAPIRO SHOE co. 


73 South + Hag Sainrem-4q Mass. 








2IN-STOCK 


Com tee of Men’s 
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SHOE CO., No. Reading, Mass. 
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Where to Buy 


Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 
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A.E. Nettleton Co. 


Gentlemen’s 


Shoes 


SYRACUSE, N. Y. 
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The Board of Directors consists of J. D. 
Sollect, O. J. Allonier, G. C. Jacobs, 
A. Freidman and H. Kirchanblatt. The 
officers of the company are A. Freid- 
man, president; G. C. Jacobs, secretary, 
and H. Kirchanblatt, treasurer. This 
company manufactures Pullman slippers 
and specialty outing footwear. 





HARRY McLAUGHLIN BACK 


From Visit to Eastern Style Shows 
—Talks on Colors 


Harry McLaughlin of the Potter Shoe 
Company returned from the East the 
latter part of the week, having visited 
the Boston, New York and Philadel- 
phia markets for study of conditions. 
Mr. McLaughlin states that he found a 
general improvement in the attitude of 
retail merchants toward present con- 
ditions in the industry. Speaking of col- 
ored footwear, Mr. McLaughlin says 
that it is his belief with the coming of 
Fall grays, blues and champagnes will 
gain in popularity, especially in the 
higher grades. While attending the style 
shows both at .Boston and at Phila- 
delphia, Mr. McLaughlin says he found 
many members of the trade, both 
wholesale and retail, who felt that it 
would be better to wait a little longer 
before introducing to the public any 
large amount of colored footwear and 
novelties as a whole; that possibly it 
would be advisable to hold back until 
next Spring and thereby give the retail 
merchants more time to rid themselves 
of the styles they have purchased for 
Fall and Winter. But on the other 
hand, he also found many others who 
were of the belief that the run of colors 
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would come in as fast as did the Theo 
ties in spite of all the hoodoo they might. 
receive at first. ‘The retail merchant 
goes to the style shows, visits the sam- 
ple rooms and sees the novelties in colors 
displayed. They seem to grow on him,”’ 
says Mr. McLaughlin, “‘and before the 
day is over he begins to feel as though 
he will be out of the swim unless he buys 
a few.” 


CINCINNATI NOTES 


Erlick Visiting Relatives—Also 
Towle and Coens 


E. C. Erlick, for nine years a member 
of the old Ramsfelder-Erlick Shoe Com- 
pany of this city, which later became 
The Tracers Company, is visiting rela- 
rives here for the Summer. Mr. Erlick 
recently left the Greenburg Miller Com- 
pany of Allentown, Pa., where he held 
the position of general manager for over 
five years. He may again locate in the 
West and possibly in Cincinnati. 

H. C. Towle and B. J. Coens, both of 
the Convention Committee of the next 
National to be held at Milwaukee in 
January, were visitors recently. They 
came to meet the local committee of 
manufacturers in charge of the Cincin- 
nati display. 





Cincinnati Men Return 


F. X. O’Brien, vice-president of the 
Holters Company; H. N. Lape, sales 
and advertising;manager of the Julian 
& Kokenge Company, and W. T. Dick- 
erson, vice-president of the P. Sullivan 
Company, all returned the latter part 
of the week from the East, where they 
attended style shows. :., 


Rochester 





SEEK SHOE FACTORY 


Holley, N. Y., Anxious to Have 
Footwear Manufacturers Locate 
There 


For years the question of securing a 
shoe factory for Holley, N. Y., a village 
about 22 miles from Rochester, has 
been a much discussed topic. A manu- 
facturer of children’s shoes when ap- 
proached on the subject was favorable 
towards locating in that town, provided 
a suitable factory could be secured. 
Every effort was made but the search 
proved fruitless, so the citizens voted to 
erect a plant at a cost of about $15,000, 
in order that the town might have a 
year-round industry. It was first 
rumored in Rochester that the Levinson 
Shoe Company was the shoe manu- 
facturer interested in the proposition, 
but this was most emphatically denied 








by Frederich Beiger, president of ‘that 
company, who stated that his firm"had 
received a number of proposals from 
nearby villages to move their plant 
from Rochester, but none of these had 
been accepted. 


GOLD MEDAL SHOE COMPANY 


Will Manufacture Children’s Shoes 
By Special Patented Process 


Edmund D. Moloney, Bernard A. 
Moloney and Nano A. Moloney of 211 
Lyell Avenue, Rochester, N. Y., and 
Leo J. Rice. of Fairport, N. Y., are 
named as the directors of a new shoe 
company organized for the purpose of 
buying, selling, exporting and manu- 
facturing men’s, women’s and children’s 
shoes. The firm is capitalized at $150,- 
000; $50,000 of common stock. It 
began business with $26,200. Several 
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years ago two of the directors named in 
the new concern were interested in the 
Moloney Shoe Company of this city 
and controlled a patent on a special 
process for the sewing of a heavier sole 
on children’s shoes. The coropany 
contemplates manufacturing children’s 
shoes and is equipping a plant at 149 
Lyell Avenue. 

MODEL CAFETERIA FOR EM- 

PLOYES 


Blum Shoe Company of Dansville 
Helps to Lower H. C. L. 


One of the first shoe manufacturing 
plants to establish a self-serve cafeteria 
for the use of its employes was the 
Blum Shoe Manufacturing Company, 
manufacturers of felt footwear, at 
Dansville, N. Y. Last week the model 
restaurant celebrated its first anniver- 
sary. In the time of its existence more 
than 60,000 meals have been served. 
Three substantial meals can be pur- 
chased at the Blum Cafeteria for 55 
cents, the breakfast costing not more 
than 10 cents, the lunch 30 cents and 
the supper 15 cents. 


Shoemen Plan Outing 


The Rochester Association of Shoe 
Superintendents and Foremen will 
hold its first outing on August 7 at the 
Newport House, a lake resort near 
Rochester. C. Deemer, chairman, 
has completed plans for the outdoor 
event. 


NO COMMITTEES APPOINTED 


*“*‘Trade Papers Did Work Nobly,’’ 
Says President Pidgeon 


William Pidgeon, Jr., president of 
the New York State Shoe Dealers’ 
Association, has not as yet appointed 
any of his standing committees to serve 
during the coming term. Mr. Pidgeon 
feels that: before doing so he will hold a 
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few informal gatherings of the men he 
has in mind, and then make his ap- 
pointments. “I want to thank the 
trade papers for the co-operation they 
gave us at the Syracuse Convention,” 
said President Pidgeon, ‘“‘you did your 
work nobly.” 


ROCHESTER STYLE SHOW 


Four Attractive Numbers—Ten- 
Inch Boots Displayed 


Four attractive numbers on display 
at the Rochester Style Show on the fifth 
and sixth floors of Powers Hotel are a 
departure from the very conservative 
browns and black which have been 
considered good for so long. They are 
ten-inch boots in the lighter kidskins, 
exhibited by the Standard Kid Manu- 
facturing Company, which handles 
Vode kid. The four numbers that at- 
tract most attention are boots that 
have been ordered by three large re- 
tail merchants, two from New York 
and Chicago, and the third representing 
a large trade in San Francisco and Los 
Angeles. 


Colors Are Popular 


While it has been a matter of debate 
whether or not Fall and Winter styles 
will continue in quiet black and brown 
leathers, the three retailers’ orders for 
20,000 pairs, like the four numbers men- 
tioned, one in midnight blue, one in 
camel, one in Vode gray, and one in 
Autumn brown, seem to indicate that 
colors will be by no means unpopular. 
The four shades given above were es- 
pecially selected to harmonize with 
shades used in garment fabrics for the 
coming season. The midnight blue is 
one of the most fetching colors that has 
been introduced into leather for some 
time, and makes up into an unusually 
smart suit boot, especially when small 
white perforations are used in orna- 
mentation. Another blue, somewhat 
lighter, is called boulevard blue. 


San Francisco 


SHOE SALES 


A Survey on Conditions by a Retail 
Merchant 


Shoe sales abound on every hand. A 
list of the stores which are not holding 
sales would look very small and ex- 
clusive. Many of the establishments 
which took a breathing-spell, after the 
orgies on “‘specials’’ in May and early 
June, are now blossoming forth again 
with striking announcements of ‘“Sum- 
mer clearance” sales and ‘“‘end-of-the- 
season” events. 


Sam Jacobs, assistant manager of 
Hale Bros., Inc., commenting on local 
conditions, said this morning: ‘Busi- 
ness is a little quiet, as usual during the 
two mid-Summer months. Stock is not 
moving quite as it should, partly be- 
cause people are expecting a drop in the 
market and they put off buying as long 
as possible, in order to take advantage 
of the anticipated drop. We are in the 
same position. We don’t want to buy 
too heavily. As a matter of fact, there 
are too many sales going on for this 
market. As a merely personal opinion, 








Whereto Buy 


Men’s Shoes 














Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








135 STYLES 
STOCK 
MEN’S-WOMENS 


SEE OUR CATALOG 
wetrs mae 196 CHURCH STREET,N-Y. 
InN OUR “4 


BROCKTON 
FACTORIES : 








THE “TOQUGAS” SHOE 


BETTER THAN THE BEST 
Strengthen your line with the fast-selling 
men’s wae we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston : 








Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 














WATERPROOF 
F - "De Her 
Strap. 
Send for booklet telling 
you con ool these 4 


A.H. Riemer Shoe Co. 
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Where toBuy 


Shoes at Auction 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 








Every Wednesday and Friday 
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Soft Soles and Moccasins 


Ask your Jobber for our 
G s. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s and 
Misses’ Turns 


SCIENTIFIC S808 CO., Ine. 
BROOKLYN, N, Y. 
BOSTON Office, 147 Lincoln Street 








ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 
F. W. HAHN CO. 
ROCHESTER NEW YORK 








“ELAM”? 
Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 











AND 


H.H.FREEL 


MATT ATTA Ny 





AShoe rm Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














W2C.Good ger 
, Manufacturer of 
Children’s Dlexible Jurn Shoes 


For Jobbers ' 
89 Allen St.. Rochester, W.>% 
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I may say that it is my belief that the 
manufacturers will not make any notice- 
able drop in prices, yet awhile, and it 
looks to me as if the retail merchants 
were sacrificing the stock they have on 
hand without having any substantial 
assurance that they will be able to re- 
stock at popular prices.”” Mr. Jacobs 
added that the sales his department has 
been conducting have been successful. 
He believes that in California pumps, 
oxfords and low shoes generally will be 
worn almost exclusively until about 
December. Before the rainy season 
actually sets in, he anticipates very little 
demand for high shoes. 


AT CITY OF PARIS 


Arthur Taylor Joins Salesforce— 
Clearance Sale Successful 


Arthur Taylor, former manager and 
buyer for Gray, Reed & Wright, of 
Reno, Nev., has been added to the shoe 
salesforce of the City of Paris. Roy 
Wahalander, manager of the shoe de- 
partment of the City of Paris, states 
that their July clearance sale has been 
successful. ‘“‘In June, the public was 
up-in-the-air, so to speak,’’declared Mr. 
Wahalander. ‘People did not know 
whether shoes were going down, or 
not. At present, I believe they are 
buying with more tonfidence, because 
they realize that there is not going to be 
any material difference in prices. Busi- 
ness, which always slackens during 
the Summer season, will not start again 
on a normal basis ti] about August 15.” 


AT BLOCK-LEV Y’S 


New Location—Store Is Attrac- 
tively Equipped 


Block-Levy & Co., formerly of 
Geary Street, are now thoroughly 
settled in their new location in the same 
store with the Joseph Magnin Com- 
pany, Stockton Street, at O’Farrell 
Street. They specialize in footwear for 
women and misses, and their new place, 
on the main floor, is equipped in a style 
calculated to appeal to shoppers. The 
walls, benches and arm-chairs are in 
soft French gray, stipled and painted 
with floral designs in conventional style 
of the 18th century. The old rose 
coloring is carried out in the carpets 
and in the attractive ‘‘shadow boxes”’ 
where costly ball slippers and other 
dress shoes are featured. These boxes 
are of plate glass with backgrounds of 
fluted rose-colored ‘silk, -against ~which 
shoes, with appropriate stockings, are 
exhibited under powerful lights. Each 
shadow-box has a long mirror beneath 
it. There is just enough gilding in 
walls, frames :nd furniture to convey 
an impression of richness without being 
overpowering. 
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RECENT WEDDINGS 


Cupid Busy in Shoe Department of 
the White House 


Cupid has been busy in the shoe de- 
partment of the White House of which 
Harry A. Gibson is the manager and’ 
buyer. Frank McGregor and Mrs. 
Hartshorn, both employed in the shoe- 
department of the White House, were 
married last week. Another recent 
wedding in the same establishment, was 
that of Isidore Goldman and Miss. 
Edwards, who are also members of 
Mr. Gibson’s staff. 


COAST BRIEFS 


Sale News from the Emporium and 
Sommer & Kaufman 

Rosenthal’s, Inc., is holding a closing- 
out sale at the Market Street store with 
the announcement that the lease has. 
been let to other parties. Business goes. 
on as usual at the large Rosenthal store 
on Post Street. 

Manager H. Grossman of the Em- 
porium shoe department, returned this 
week from a successful trip to the 
eastern factories. The Emporium! re- 
ports that low shoes generally are: 
selling very largely. Instep straps are in. 
great demand with purchasers of low 
shoes. While he was in the east, Mr. 
Grossman placed some liberal orders at 
satisfactory prices. 

Sommer & Kaufman are holding a 
Summer clearance sale. 


SUMMER FITTINGS 


A. Katschinski in Boston— Werner 
at Lake Tahoe 

A. Katschinski of the Philadel- 
phia Shoe Store attended the 
convention at Boston. He is an en- 
thusiastic member of the Olympic Club- 
of this city, and is interested in the try- 
outs of the members who have been 
sent East by the Club, to compete for 
participation in the Olympic games in. 
Europe. 

W. Russell Werner of Werner’s 
Walk-Over Shoe establishment, is 
spending his vacation at Lake Tahoe. 
Mr. Werner is a golf enthusiast and the 
whole landscape around the famous lake 
presents difficulties that cause Tahoe to 
be a constant source of delight to golf 
players who take a genuine satisfaction 
in hard work. 


New Fresno Store 


J. H. Mittenthal, who has a shoe 
establishment in Fresno, is to go into- 
the shoe business in Stockton. A busi- 
ness associate of Mr. Mittenthal, W. P. 
Heidwald, will manage the Stockton 
store. The Reliable Shoe Company is: 
the store owned in Fresno by Mr.. 
Mittenthal. 
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Memphis 


GOOD BUSINESS REPORTED 


Many Members of Trade In Boston 
and Other Markets 


Both wholesale and retail shoe inter- 
ests at Memphis report satisfactory 
July business. In the wholesale trade 
this is the season when things are 
usually a little quiet, but the mer- 
chants seize upon the hot days as a 
time to take their Summer pilgrimage 
Northward and many of them are 
either in New England or on the way 
there. Several of the retail merchants 
have alsd been in the markets this month. 
There have been few changes of loca- 
tions this Summer with retail stores, 
but various mercantile changes on Main 
Street may bring about a few desirable 
buildings where they are generally 
scarce and rented on long-time leases. 

Still there is little probability of 
new shoestores here. They are as numer- 
ous now as furniture and millinery 
shops, and the one or two started new 
soon consolidated with others or re- 
tired. There are now exclusive shoe 
stores for women and men and shoe 
departments, each one of which has 
on a Summer special, though a few of 
them disclaim it. 


THE WHOLESALE SECTION 


Opinions of Carruthers, Lea, Good- 
bar and Specialty Shoe Co. 


Ewing Carruthers of the Carruthers 
Shoe Co. attended the International 
Rotary Convention in Atlantic City, 
visited some of the Eastern markets 
and returned home a few days ago. He 
reports Summer trade activities good. 
C. R. Walker of the firm is now in the 
Boston market. 

J. H. Lea of the Lea Shoe Manu- 
facturing Company, reports business 
good. He is now in Boston and New 
England markets. 

The Specialty Shoe Company—Max 
Weiss, head of this store, is now spend- 
ing a few weeks in the Eastern markets. 
This firm recently took over the large 
business structure they have occupied 
for several years. 

At Goodbar and Company’s—The 
management report business normal 
for the Summer time, slight declines in 
the local wholesale market, but no 
large declines. They anticipate a 
healthy crop in the South, cotton and 
other products, with good prices un- 
doubtedly on cotton, which will be a 
somewhat curtailed crop again. H. C. 
Yerkes is in Boston at present. 


THE RETAIL TRADE 
News of Caradine, EEE Shoe Co. 


R. E. Caradine of the Caradine Shoe 
Company, left recently for New York, 
Boston, Cincinnati and other cities. 
Mr. Caradine is interested in two or 
three retail shoe interests of Memphis 
and has had one of the most active 
Summers in the history of his main 
store. He has increased facilities and 
equipment, has a large salesforce and a 
good patronage every day of the year. 

The EEE Shoe Company have com- 
pleted a very successful 13-day “‘Semi- 
Annual Summer Special” in all depart- 
ments, shoes and hosiery. 

The EEE Shoe Company also has 
a large mail-order trade. They have a 
good repair department, a large hosiery 
department and occupy more actual 
floor space than any shoe store in 
Memphis, having centralized all their 
stores of former years in one big business. 

Zellner’s is very active this Summer, 
both in men’s and women’s shoes. One 
window there recently was devoted to 
fine shoes for kiddies. The other win- 
dow displays women’s shoes. 


Royal Purchases Stock 


The Royal Shoe Store has purchased 
the stock of shoes of the Goodman’s 
Boot Shop, operated for some years at 
102 South Main Street, Memphis, and 
moved the same to the Jefferson Street 
store. This store is now featuring 
specials in Southern ties, Theo ties, 
walking oxfords, French heel oxfords, 
etc. Their Jefferson Avenue store has 
always been very popular, offering good 
values that truly permit it to say, 
“The Store that Made Fair Prices 
Famous.” Goodman’s Boot Shop re- 
tired, the store lease having expired. 
Little Notes On a Group of Retail 

Shoe Stores 


Ben Spears Shoe Company had a 
special sale of good values recently in 
men’s and women’s shoes, showing 
whites, tans, blacks and fine footwear. 

Bry’s department store, which 
handles the Queen Quality shoe, is 
building a six-story addition on West 
side toward Front Street, which will 
give them much new space for all 
departments. 

There have been no changes at 
B. Lowenstein Bros., Inc., since the 
store a few weeks ago became con- 
trolled by the interests from New 
Orleans that operate Maison Blanche. 
They have a very large shoe section for 
women, however, as in former years. 
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Children’s Shoes 
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THE L. D. STICKLES SHOE CO., Mfrs. 





IN-STOCK 


Patent it Seamless Mary Jane 


At $1.15 








JOHN M. AHEARN SHOE CO. 
. 683 Atlantic Avenue, Boston 





J.HEILBRUNN & 52ND 


| STOCK —Speclalties in |e 
~~ Misses’ and Children’s 
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In Stock Indian Moccasins 


No. 1430 BEADED VAMP 
Men’s 7toll $1.75 
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Ballet Slippers 
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——— — Seemann 














BALLET 
SLIPPERS 
be ed CARRIED IN STOCK 


see 


Black Kid ; Widths C and D 
Sizes, 6 ‘s to 8 Women's 


BROOKS SHOE MFG. CO. 
PHILADELPHIA 








High-Grade Ballets 
Women’s $1.85 and $2.25 Grades 
Misses’ 1.75 2.15 Grades 
Children’s 1.65 2.05 Grades 

THE HAMMOND SHOE CO. 

HAVERHILL, MASS. 








BUY THEM NOW FOR 

FALL DELIVERY 

ONE SAFE BET - PURITAN BALLET SLIPPERS 
Somnen'e Binh, diges 56 eo 8 01:98 
Child’s A * 8to 10% 155 
Whites Ten Cents « Pair More 

PURITAN SHOE CO., Inc. 74 Reade St, N.Y. C. 
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Where toBuy 
Standard Shoe’ Materials 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 


Formerly Walpole Shoe Supply Co 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E, JONES COMPANY 


FANCY 


COLORS MAT KID 


95 South Street, Boston 
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KID 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. Sou" Y3° 


Tanneries at Danversport 














GUARANTEED 
TWO YEARS 


Hub Gore means Quality and 
Service, because the Best of 
Materials and Highest Skilled 
Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
unecy St. 395 Broadway 














Beggs & Cobb, Inc., Boston, Mass. 











No matter what policy you may 
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Utiea 


MERCHANTS AT CONVENTION 


Utica Men Favorably Impressed by 
Style Show 


Practically all of the larger retail 
shoe merchants of Utica attended the 
convention of the State Retail Shoe 
Dealers’ Association held in Syracuse 
last week. In several instances, their 
wives joined them at the banquet 
held in the Onondaga Hotel. The 
Uticans were favorably impressed 
with the convention, especially the 
style show, which took up an en- 
tire floor of the hotel. The Syracuse 
merchants proved themselves to be 
royal entertainers. 

The Syracuse convention could not 
have been held at a better time to suit 
the local merchants. Business has been 


dull here for several weeks. In some 
of the larger stores, and most of the 
smaller ones, the Summer clearance 
sales are holding full sway and off- 
setting to a great extent the dull 
season. However, according to one 
merchant, sales are not what they 
used to be, especially when the con- 
sumers are expecting a drop every 
other day. 


White Season Nearly Over 


The white season has practically 
closed here and from both the view- 
point of the number of sales and the 
amounts taken in, all past records were 
broken. The white canvas oxfords 
led in both men’: and women’s, while 
the call for buck and nubuck exceeded 
normal. 


West Virginia 


WILL NOTIFY COX 


Huntington Merchant Represents 
State at Ceremony 


Jeff Newberry, of the Jeff Newberry 
Shoe Company of Huntington, W. Va., 
who was a delegate-at-large at San 
Francisco, in discussing the Demo- 
cratic convention recently said that the 
San Francisco convention was _ the 
greatest in history and that the nomin- 
ations were made by the delegates and 
not by leaders in committee and con- 
ference rooms. ‘‘The convention,” he 
continued, ‘‘was absolutely unbossed. I 
think that the two men we nominated 
were the strongest we could have found 
and I believe that our chances for 
victory are bright.” 

Mr. Newberry is a member of the 
notification which is to bear to Governor 
Cox, of Ohio, the official intelligence of 
the honor bestowed upon him by the 
San Francisco convention. 

While the date has not been set, Mr. 
Newberry is of the opinion that the 
notification will be at Dayton, the home 
of Governor Cox, about August 1. Each 
state has a representative on the noti- 
fication committee. Mr. Newberry was 
chosen by the West Virginia delegation 
to represent this state. 

Mr. Newberry said that he was ready 
to switch to Cox on the closing ballots, 
after the West Virginia delegation had 
stood by its guns through the long 
fight in support of John W. Davis, am- 
bassador to England, the state’s “‘favor- 
ite son” candidate. He had determined 
to force the issue and vote for Cox on 


the last ballot taken and was ready to 
call the chairman and demand a poll of 
the delegation, when the McAdoo 
chairman moved to make the nomina- 
tion of Cox unanimous. 


SMITH ON VACATION 


Fairmont Merchant Spending Sum- 
mer in East 


Robert Smith, of the Smith Shoe 
Store, of Fairmont, W. Va., has de- 
parted for Philadelphia and other 
Eastern cities, where he will spend a 
vacation of several weeks. He will 
motor home with his brother, Herbert 
Smith, who lives in Philadelphia, and 
is coming to join his family who have 
been visiting in Fairmont. 


WITH F.&S. COMPANY 


J. W. Waters Accepts Position with 
Huntington Shoe Store 


J. W. Waters has accepted a position 
with the F. & S. shoe store of Hunting- 
ton, W. Va. Mr. Waters has had con- 
siderable experience in the retail shoe 
business, having held a similar position 
with the Brownell Shoe Company, and 
is considered one of Huntington’s best 
shoe fitters. 


WILL QUIT BUSINESS 


Cumberland, Md., Shoe Store Will 
Dispose of Stock of Goods 


The Kolb shoe store at 35 North 
Mechanic Street, Cumberland, Md., one 
of the oldest business houses in that 
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city, has disposed of the building which 
it has occupied for nearly a half century 
and will vacate September 1, or sooner, 
if possible, 

It is the determination of the Kolbs to 
quit the business and in order to close 
out, the stock has been offered at cost 
and less in a closing out sale which 
began July 17. 


SHOE SALE STARTS 


Huntington Shoe Store Begins An- 
nual Stock Reduction Sale 


The G. R. Kinney Company, Hunt- 
ington, W. Va., shoe store, located at 
1011 Third Avenue, has started their 
annual stock reduction sale. The 
G. R. Kinney Company operates 
71 retail stores and three large shoe 
factories in the United States. The 
entire stock of Summer footwear is 
offered at a large reduction in price to 
make room for the stock of Fall and 
Winter styles now coming in. 


WILL STUDY STYLES 


Huntington Retail Merchant Leaves 
For Eastern Manufacturing 
Centers 


Fred Schwable, one of the best known 
retail shoe merchants in Huntington, 
W. Va., has left for Eastern shoe manu- 
facturing centers to view trade condi- 
tions and study the styles of footwear 
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for the Fall. He will visit Boston and 
New York. 

Mr. Schable attended the National 
Shoe and Leather Exposition and Style 
Show in Boston. 


CHARTER IS GRANTED 


Clarksburg Shoe Manufacturing 
Company Is Incorporated 


A charter has been granted by the 
secretary of state of West Virginia to the 
Johnson-Ragland Company, Clarks- 
burg; manufacturing boots, shoes, slip- 
pers and rubbers; capital stock, $20.- 
000; incorporators, R. H. Ragland, Clay 
Johnson, Mattie K. Johnson, W. H. 
Neely and Stella Neely, all of Clarks- 
burg, W. Va. 


FOOT SPECIALIST 


H. D. Mitchell Is Filling Engage- 
mentat Cumberland, Md. 


H. D. Mitchell, of the Wizard Foot 
Appliance Company of St. Louis, Mo., 
is filling a week’s engagement at the 
Kerber -shoe store in Cumberland, 
Md. The visit of Mr. Mitchell was 
appreciated by a large number of Ker- 
ber patrons the first day, who called and 
received advice and assistance from 
this skilled representative. The greatest 
attention was given the patrons and 
every detail incident to aching feet was 
carefully looked into by Mr. Mitchell 
and the necessary successful Wizard 
treatment applied. 


St. Louis 


SPEEDING PRODUCTION 


Retail Merchants Should Not De- 
lay on Fall Orders 


The shoe factories which went into 
vacation with the National holiday are 
getting back into production again on 
orders which were not cancelled during 
the last Spring flurry or which were 
reinstated in some degree. The plants 
which did not take a vacation are 
speeding up considerably, while the 
specialty factories are becoming more 
active as reinstatements are received to 
justify larger operations. At that, how- 
ever, the production is not yet up to 
normal and there is still a feeling among 
the shoe houses that the retail merchants 
are going to suffer during the Fall from 
inevitable delays in shipment and fur- 
ther from transportation conditions 
which are none to good now and promise 
to become worse as the crop moving 
season reaches its peak. 


Novelties Moving Slowly 


The larger plants report. that they 
have enough orders ahead to keep them 


busy on the medium priced and staple 
lines. But that the high grade novelties 
are the goods on which the retail trade is 
holding back to the greatest extent— 
lines on which the margin of change in 
prices will be the lightest and yet the 
lines which the retail trade will need 
most to sweeten up its stocks for the 
opening of the Fall season. 


The salesmen who were withdrawn 
generally from the road a month or so 
ago have been coming in to head- 
quarters to look after visiting market 
trade, get their samples for the new 
trips and attend to other seasonal 
details. The coming month will see 
them start for the road again, the 
scheduled dates for departures ranging 
from the early to the late part of August 
and in some few cases even into Septem- 
ber. 


Shipments Are Fair 


At the present time shipments are 
fair, considering the existing conditions, 
the movement being chiefly on the me- 
dium grades. The immediate call for 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of : 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. = 
Telephone 4960-4961 : 











COLOR PRINTING DESIGNING 
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Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, ete. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Ine. 
30 Reade Street, New York 











DISPLAY MEN 
Attractive Windows— Use Win-Deco 


WIN-DECO DISPLAY SERVICE 

93 Federal St., = 
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OHOE BUCKLES 


OF EVERY DESCRIPTION 


- BEADED AND METAL 


BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTACUE ST BROOKLYN N.Y 
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Got it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’n St, Boston, Mass. 
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A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 
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goods is light as is to be expected at 
this time of year, but rather lighter than 
usual because of the conditions de- 
veloping in the late Spring and not yet 
disposed of. Shipments of white goods 
have been heavy, but even these are 
showing a slackening up as merchants 
approach the end of the heated period. 
The white total for the season, however, 
has been exceptionally good. 


RETAIL TRADE SUMMARY 


Merchants Report That Business 
Has Been Reasonably Satisfactory 


The local retail shoe trade is at 
present in a between seasons’ state. 
The regular clearance sales have, for 
the most part, been pretty generally 
concluded, although the remainder of 
July and perhaps the first week in 
August will be devoted to the winding 
up of the odds and ends that have to be 
slashed deeply to move. The local 
retail merchants report that the Sum- 
mer has not been as bad as the pessimists 
figured that it would be and that the 
aggregate business has been reasonably 
satisfactory considering the conditions 
which have prevailed the country over. 
With the middle of August the advance 
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Fall showings will begin and the new 
season will be formally opened at about 
the same time that the Fall garments 
are presented by the women’s wear 
trade. 


HOME FROM CONVENTIONS 


W. G. Battle from Cleveland—wW. 
S. Clemens from Chicago 


W. G. Battle, vice-president of the 
James Clark Leather Company, has 
returned from a trip East which also 
included the convention of the National 
Leather and Shoe Finders’ Association 
at Cleveland. Most of the other mem- 
bers of the findings trade in St. Louis 
who also went to the convention are 
back at their desks or will be by the 
first of the coming month, the disposi- 
tion having been pretty general to take 
a little vacation in connection with 
convention trip. 


W. P. Clemens, in charge of the opera- 
tions of the Tweedie Boot Top Co. at 
St. Louis, is expected back from the 
East, where he has been since attending 
the Illinois Retail Shoe Association 
convention in Chicago and also the 
Style Show at the same point. 


Lynn 


LYNN’S BIG HIT 


Style Show at Boston a Highly 
Creditable Affair 


Lynn is as pleased as can be. Its 
style show in Boston was a big success. 
Bert Blake of the Watson Shoe Com- 
pany is as pleased as a presidential 
nominee. So is Edric Taylor. So are 
all the other fellows who staged the 
production. Now comes the follow-up 
stuff. There’s the local plan for re- 
producing the style show in Lynn in 
September. There is the greater plan 
of going after business in every city 
in which good footwear is appreciated. 
Lynn won a new reputation for its 
style in footwear, also for the hundred- 
cents-on-a-dollar quality of its footwear. 
Lynn salesmen will soon start with 
samples. 


QUALITY PRODUCTION 


Selling Value and Wearing Values 
Paramount Issue 


A keen observer of the shoe and 
leather trade in the North Shore dis- 
trict says this: 

‘‘We are back to quality production 
again. During the war, and immedi- 
ately after it, we were on a quantity pro- 
duction basis. Produce more was the 


common cry. Buyers took shoés as 
fast as they were made. Now, the case 
is different. Buyers are not eager for 
shoes, as they were a year ago. They 
seek shoes of quality. They pick and 
chose with greater care. They consider 
more the real selling value and wearing 
value of shoes. So we shoe men are 
driven to quality production.” 


BLIZZARD BELLE AND OTHERS 


The Surfside of Black Suede and 
the Fifth Avenue 


V. K. & A. H. Jones & Thomas Com- 
pany have these three new shoes: 

The Blizzard Belle, a ten-inch blucher 
boot of Cresco calf, and a heavy sole, 
with a raw hide slip, and a white fair 
stitched edge. It’s a real boot for walk- 
ing in real Winter weather. 

The Surfside, the second new shoe, is 
a dainty pump of black suede leather, 
made over a new last having a 3 5-8 
vamp, and carrying an 18-8 heel. It 
is a genuine welt-sewed shoe, with an 
imitation turn edge. 

The Fifth Avenue, the third new shoe, 
is a seamless kid boot, 84 inches high, 
with a 3 5-8 vamp and a 15-8 Cuban 
heel. It is single needle fitted, and it 
has an imitation tip made by one row 
of fine stitching. 
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A CUSTOM CLASS OXFORD 


With 3\%-Inch Vamp and a 10-8 
Military Heel 


Travers Shoe Company is selling for 
Fall an oxford made over a new last, 
with a custom toe, a 34-inch vamp, 
and a 10-8 military heel. It is of the 
new tan calf leather that is No. 14 on 
the A. C. Lawrence color card. It has 
a No. 6% iron sole, and the edge is 
trimmed close to carry out the custom 
style of the last. It has needle point 
perforations, which also accentuate the 
custom style. It is welt sewed. Itisa 
dressy, comfortable shoe for shopping 
or walking. It may be worn with spats. 

The company also has a new five- 
eyelet oxford, of brown suede leather, 
an A. C. Lawrence product, and a new 
gray suede boot, nine inches, 334 vamp 
and a 17-8 heel. 


BRAND NEW FEATURES 


A 10-Inch Boot, Navy Blue, Buck 
and Wistaria 


The Lynch Shoe Company has a new 
ten-inch boot of brown kid leather 
with a brown suede whole quarter, and 
a wave top. It has a welted bottom, 
close trimmed, and a Louis heel. 

Also, this company has a modified 
brogue boot for walking. 


Blue and Wistaria Leathers 


A. C. Lawrence Leather Company 
has a navy blue buck leather, and a 
wistaria leather. Thomas A. Kelley 
has a new dark blue leather, and, also, 
a new light golden brown leather. Also, 
a new blue cabretta leather has ap- 
peared. These leathers have been 
worked into Lynn sample lines. Blue 
lace boots of standard pattern are 
shown. Also, blue and wistaria Theo 
ties. A few boots present combinations 
of blue and white. 


New 


TRADE SUMMARY 


Mid-Summer Lull in Wholesale and 
Retail Markets 


Mid-summer listlessness prevails in 
the wholesale and retail shoe markets in 
New York. The retail merchants are 
continuing the July clearance sales with 
good success in closing out broken lots 
and discontinued styles. Here and 
there a large lot purchased from some 
manufacturer who has been “stuck” 
with floor stocks either by reason of 
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FIT FIRST FUNDAMENTAL 


Thomas G. Gardiner Re-iter- 
ates **Recorder’’ Advice 


“Speaking from 50 years’ ex- 
perience,” observes Thomas G. 
Gardiner, the last maker of 
Lynn, “I believe that more shoes 
are mis-fitted these days than in 
the times of simpler shoemaking. 

*‘And I want to say,” he con- 
tinued, “‘that the best advice I’ve 
heard for many a day is that of the 
‘Boot and Shoe Recorder’ which 
is summed up in ‘Let the sales- 
man stick to his stick.” 

“You know,” he concluded, 
“we've made some wonderful 
improvements in the making of 
shoes. But we’ve got away from 
the first fundamental, the size 
stick. 

“T’ll not take up any more of 
your time, telling you the why 
and the wherefore of the use of the 
size stick. But I do want to go 
on record in support of the new 
‘Recorder’ slogan ‘Let the sales- 
man stick to his stick.’ ” 











Baby Stitched Shoes 


Hanscomb, Upton & Hubbard, Lynn, 
are making a specialty of children’s 
shoes in sizes No. 2 to No. 8, all turns, 
with hard soles. Baby stitched shoes 
gives an idea of how finely they work 
out the detail of their specialization. 
They fit all their uppers with the baby 
stitch, including the button holes. A 
baby stitch, by the way, is the finest 
stitch used in shoemaking. 


Pearl and Patent 


A dressy. oxford, for street wear, has 
a patent leather vamp and a pearl 
suede quarter. Itlaces. Itis made over 


‘a new custom effect last, and it carries a 


10-8 military heel. 


York 


cancellations or some other cause is 
offered to the public at a great saving. 


-Gimbel Brothers last week conducted 


a sale of Fox-made shoes at $3.90 a 
pair which are believed to have been 
purchased in this manner. 


Low Prices Advertised 


In most of the local retail advertising 
there is a decided trend toward em- 
phasizing low prices and a careful 
avoidance of mentioning prices much 
above the $10 mark, no matter how 
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68 CHAUNCY ST. BOSTON (11), MASS. 
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Shoe Polishes 
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Best In Their Class 


en= 


WHITE 
CREAM UNBURNABLE 


for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MPG. CO., Inc. 
PHILADELPHIA, PA. 











The Proper{Dress-- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 
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THE Shoes WANT 
that | | MARY JANES? 
ay 
Sold hold your orders until 
you see our 


Shoes that come back hurt the Retailer. Shoes that 
STAY SOLD not only sell themselves, but build up 


Mr. PLATZ 


good will in the Community. ae ve * 
DAYTON’S SHOES stay sold because they are built who zs Atttin g the trail 
right. They are not shoddy or makeshift. They are S 
as honestly built today as in the days of the anes Shoemakers. your way with an €x- 
Honest shoes made honestly for fifty years will help your business. @ 
a a Dayton Salesman near you. Write or wire us to have clusive assortm ent of 
For Instance: Mary Janes, to show. 
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HUB GORE—INSURED 
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EVERLASTIK, Incorporated 


HUB GORE MAKERS 
BOSTON NEW YORK 
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PIECE OF TABLEWARE may be solid silver without 

the “sterling” stamp, the accepted “Hall Mark” 
of quality. 

But you don’t know. 

A Bank might be honest and efficient without Government inspection. 


But you don’t know. ; 
A business concern may be absolutely responsible without a commercial rating. 


But you don’t know. i sad ; 
A publication may have the circulation it claims without verification by the Audit Bureau of 
irculations. 


But you don’t know. 


Better Be Sure. 
The circulation of the Boot and Shoe Recorder is verified by the A. B. C. 
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great the reductions are. Shoes are 
still being sold at prices between $10 
and $15, but the retail merchants say 
that it is almost impossible to get the 
public to pay more than this. The vast 
majority of people are now asking for 
footwear priced below $10 and the 
retail merchants have given them great 
quantities of it lately. The more 
reliable retailers are warning the public 
against the job lot sales, in which 
quantities of low grade shoes, “dear at 
any price,” are being foisted upon 
purchasers. 


REPORT FROM MANUFACTURERS 


Coming in Slowly—Some 
Satin Pumps Wanted 


Orders 


A few of the manufacturers’ repre- 
entatives report a greater number of 
buyers in the market at present, al- 
though orders are still coming in 
slowly. Some attention is being paid 
io fancy footwear, and one sales 
representative booked two good sized 
orders from local retailers last week for 
satin and kid pumps garnished with cut 
steel decorations on the vamps. 


NEMOURS’ ADVERTISING 


Shoe Sales Stimulated by Foot and 
Ankle Contest 


The Nemours Trading Company has 
resorted to display advertising in the 
subway and elevated cars and stations 
in order to keep up interest in their shoe 
sale at the Grand Central Palace. In 
addition to this they have inaugurated a 
foot and ankle contest as a sale stimula- 
tor. Three prizes are offered; $500 in 
gold for the most perfect foot and ankle; 
a pair of gold cloth slippers for the 
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second perfect and a pair of silver cloth 
slippers for the third. In the first three 
days after the contest announcement, 
50 girls and women responded with ap- 
plication blanks. The measurements 
on which the prizes will be awarded are 
the length and width of the foot and of 
the shoe and the circumference of the 
ankle. The age, weight, height, na- 
tionality and occupation of the con- 
testant, as well as the name and address, 
are required. Measurements are made 
in the Grand Central Palace in a 
specially constructed booth. Artists will 
be on the committee making the final 
awards. 


NEW YORK NOTES 


An Attractive Window—Reduced 
Prices on Men’s White Shoes 


Stern Brothers recently devoted an 
entire window to the display of white 
and tan or black and white combination 
footwear for women. No price tags 
were placed in the window, which was 
effectively set off by a dark green floor 
cloth and a walnut wood background. 
White, plain and clocked silk hosiery 
were displayed along with the shoes, 
some on forms and others draped over 
the shoes or display stands. 

The John Ward stores last week 
reduced prices on men’s white footwear 
to conform to the reduction they have 
been running for several weeks on black 
and tan numbers. According to the 
manager of one of the Ward stores the 
white season is now almost at an end 
and the reductions heretofore unneces- 
sary are now made to clear out the 
remainder of the stock. Real buck, nu- 
buck and canvas high shoes and ox- 
fords are included in the sale. 


Texas 


RETAIL TRADE SUMMARY 


Demand for Low-Priced Footwear 
—Merchants Respond With Sales 


The conditions in the shoe trade 
have been different this season to any- 
thing ever known before. There is a 
marked difference in the condition pre- 
vailing now and six months ago. The 
trade now, in this section of the coun- 
try, seems uncertain and perhaps sus- 
picious. A year ago it was not easy to 
keep shoes good enough to supply the 
-demand, at this time the demand is for 
shoes that are low priced. 

The merchants at Fort Worth have 
almost unanimously responded to the 
-demand of their customers for a lowered 
price and have in many instances sold 
‘really meritorious merchandise at un- 


warranted prices, seemingly acting upon 
the presumption that the demand of 
the people for lower prices would pre- 
vail; putting on these special prices 
demonstrated their willingness to take 
part in this price reform even though it 
be at a sacrifice of profit. 


**‘Steam Roller’’ Sale 


Among the notable sale events of the 
season is the special sale conducted by 
the White Shoe Houses of Texas. This 
sale was designated as the Steam Roller 
Sale and was heralded as the latest 
process of rolling the high out of prices. 
The sale had been carefully planned and 
included all five stores of this organiza- 
tion, the same advertising campaign, 
featuring the Steam Roller, was initiated 
at the same date in the daily papers 
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where the stores are located, Fort 
Worth, Waco, Temple and Austin. 
The sale is reported as having been 
eminently successful in disposing of a 
vast amount of merchandise. 

Dollar Shoe Sale 

The Guarantee Shoe Store, located at 
1110 Main Street, Fort Worth, and 
operated by John E. Vollmers, staged 
perhaps the most sensational sale known 
in this section of the country since 
before the war. This was an old time 
Dollar Shoe Sale. The advertising set 
forth that 250 pairs of shoes would be 
sold for One Dollar a pair; observations 
the morning of the sale justify the 
statement that there were 3,000 visitors 
in attendance upon this sale from open- 
ing time until twelve o’clock. 

Washer Bros. of Fort Worth have con- 
ducted sales in their various depart- 
ments including the shoe department. 

New Shoe Department 

It is reported from reliable sources 
that a shoe department will be opened 
in the Fair Department Store. This 
has been spoken of as a possibility for 
some time which it seems may material- 
ize now. 

Dispense With Lunch 

The Shoe Dealers’ Association of 
Fort Worth have suspended their noon- 
day luncheon through the months of 
July and August, after having declined 
to take part in the Saturday afternoon 
closing movement at the last meeting. 

From Waco and Austin 

Reports on the general shoe trade 
from Waco and Austin indicate that 
these cities have been more adversely 
affected than the other Texas cities. 
The various propaganda seems to have 
been more thoroughly circulated in this 
section than in others. 








Where toBuy 


Women’s Shoes 




















Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
B » 108 Li In St. 











OUDOIRS IN STOCK 


j! BLACK—COLORS 
Shipped same day order is received. 
Best enauerten, all leather heels. 
Prices, $1.45 — Red, Blue, 
Tan, Pink, oe 75. Terms 5%, 10 days. 


HAVERHILL SHOE JOBBING CO. 
69 Essex Street. Haverhill , Mass. 
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Brockton 


SHOES FOR A SHOW WINDOW 


Western Merchant Makes Specifica- 
tions—Blue and White Creation 


One of Brockton’s manufacturers en- 
gaged in the production of men’s fine 
welts recently had an order from a 
customer in a Western city for a pair 
of shoes for a show window. These 
were made up according to specifica- 
tions as follows: The pattern was a bal 
and the making was almost entirely by 
hand, very little machine work being 
used. Vamps were of white kid, with 
white kid facings and white kid 
pipings around the tops. The wing tips 
were of navy blue kid. Foxings were of 
the same color and the soles were of 
white ivory. As may be imagined, the 
color effect was all that could be desired 
as for exhibition purposes. 


NOT THE MAYOR’S SHOES 


But a Novel Bit of Advertising Was 
Executed 


The merchant on receiving these 
shoes placed them in his window where 
they attracted immediate and universal 
attention. Being on pretty good terms 
with the Mayor and knowing that 
official was a snappy dresser the mer- 
chant conceived the idea of labeling his 
exhibit, ‘“These are the Mayor’s Shoes.” 
As a matter of course this created 
additional interest, so much so in fact 
that the Mayor heard of it, receiving 
numerous jollies on his colorful footwear. 
He felt it necessary to call at the store 
and disclaim ownership. This was done 
in a good-natured way, after which the 
merchant removed the sign from the 
shoes. Nevertheless, the incident served 
its purpose as a novel bit of advertising 
for the shoe man in his town. 


Louisville 


BIG SALES 


Have Moved Enormous Quantities 
of Goods at $1.83 to $12.85 


Louisville is sold to its capacity in 
shoes, according to the majority of re- 
tail merchants here. Sales, which have 
been conducted by almost every store 
in the city, have moved an enormous 
amount of goods off of shelves in local 
stores, but it is thought now that the 
demand has been satisfied to its limit 
and at present the trade is very quiet. 
The great number of sales which have 
been carried on are having a bad effect 
on Fall business, and some retail 
merchants are frankly expecting one 
of the worst seasons ever experienced. 
Lines moving at present are men’s 
high shoes and women’s white goods. 
Some trade in men’s sport wear is also 
reported. Prices at sales center around 
$4.00, $5.00 and $6.00, though some are 
as low as $1.83 and others as high as 
$12.85. 


.Old Shoes. to Poor 


~ 


Byck’s unique sale, during which for 
any pair of old shoes brought into the 
store $1 was deducted from the sale 
price of new ones, proved to be a de- 
cided success. The old shoes were 
piled in one of the display windows and 
attracted much attention. The shoes 


were sent to various charitable institu- 
tions of the city when the sale closed. 
It lasted a week. 


Manager Fraser Retires 


W. I. Fraser, manager of the shoe de- 
partment at the Kaufman-Straus de- 
partment store, has announced that he 
will shortly leave his position there, 
and may go into business for himself. 
Mr. Fraser came here from Salina, Kas. 


NEW STORE 


Endicott-Johnson Shoe Company 
to Open in Early Fall 


The Endicott-Johnson Shoe Com- 
pany, according to reports, will open 
its new retail store in Louisville in the 
early Fall. Their lease on the Klein 
building takes effect August 1, and the 
location will be vacated by that time. 
Extensive improvements will be made, 
however, before the building will be 
ready for occupation. It was first re- 
ported that the shop would not be 
opened until January of next year. 


LOUISVILLE NOTES 


Vacation Flittings—Byck’s Moves 
to New Store August 15 


Mrs. Mike Dougherty, accompanied 
by Mrs. Henry Mullins and daughter, 
has gone to Mount Clemens, Mich., 
for a thirty-day stay at that Summer 
resort. 

Al Vogel of the Vogel Brothers Shoe 
Manufacturing Company, has returned 
from a trip to Boston and nearby shoe 
centers. 
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ANNUAL OUTING 


Louisville Shoe Retailers’ As- 
sociation Members Make 
Merry 


The Louisville Shoe Retailers’ 
Association held its annual all-day 
outing at the South Park Fishing 
Club grounds. This was a most 
successful affair. Swimming, 
boating, fishing, a baseball game 
and the chicken dinner were all- 
star features. Members left the 
Walk-Over shop at nine in the 
morning. About 30 members 
were present. 











Harry Schutz of the Louisville W alk- 
Over store has returned from a vaca- 
tion trip to Cincinnati and Dayton, (. 
Mrs. Schutz and their son accompanied 
him. 

E. F. Potter who left DuRand and 
Perry here to take a position with 
Brandt’s, St. Louis, has returned to 
Louisville. He has not announced bis 
plans for the future. 

Byck’s will not move into their new 
store until about August 15, present in- 
dications are. Delay in some of the 
improvements is responsible for the dis- 
appointment. 

Vacations have been begun at the 
Dan Cohen Shoe Company. The 
various clerks will take their two weeks 
between now and the first of Septem ber. 


ST. LOUIS NOTES 


Vacation and Convention News 
from Shoe Field 


W. G. Battle, vice-president of 
James Clark Leather Company, left 
last week on his vacation, which will be 
spent in Northern Michigan. 

W. G. Battle, vice-president, and F. D. 
Reynolds, manager of the findings de- 
partment of James Clark Leather 
Company, attended the annual con- 
vention of National Leather and Shoe 
Finders’ Association, July 12-13-14-15 
at Cleveland, O. 

William Krail, secretary of Brown 
Shoe Company, spent several weeks at 
Mackinac, Mich. 

E. F. Shaw of Brown Shoe Company 
has just returned from his vacation in 
Northern Michigan. 

George A. Bull, vice-president of 
Brown Shoe Company, is on his vaca- 
tion. Mr. Bull is touring Northern 
Michigan and will be gone about three 
weeks. 
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BUSINESS GOOD 


Retail Merchants Take Steps to 
Stop Manufacturer’s Sales 


According to reports given out by 
the merchants of this city, business 
still holds good in spite of the shut- 
downs of several factories and mills. 

At the recent meeting of the New 
Hampshire Shoe Retailers’ Associa- 
tion, held at the Healy-McWeeny Boot 
Shop, plans for the stamping out of the 
Manufacturers’ sale being conducted in 
this city and Laconia occupied the at- 
tention of the meeting throughout the 
session. 
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Manchester 


The merchants propose to “buck the 
manufacturers” by quoting prices much 
lower than those quoted by the manu- 
facturers, and have already started an 
extensive advertising campaign. 

At the close of the meeting, M. W. 
McWeeney, secretary and treasurer of 
the New Hampshire Shoe Retailers’ 
Association, asked every member pres- 
ent to arrange his business so as to be 
able to attend the big meeting to be 
held in Boston this week. 

Among the shoe manufacturers who 
attended the conferences held in Boston 
during the exposition were Wm. Pen- 
nington, president of the Pennington- 


MISS MARTHA D. ALLEN 


As She Appeared in the Window Demonstration of the Barton 
Company, Manchester, N. H., July 1-3. This Feature Brought 


to the Store Increased Sales in all Departments. 
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Crowell Shoe Company; H. E. Slayton, 
president of the F. M. Hoyt Shoe Com- 
pany; Roscoe Horne, treasurer of the 
Pennington-Crowell Shoe Company 
and A. C. Grover of the Plant Bros. 
Shoe Company. 


At Boston Style Show 


Charles H. Geissler of the F. M. Hoyt 
Shoe Company was in charge of the 
Beacon line display at the Boston 
Style Show the past week. The line 
consisted of both men’s and women’s 
shoes, among which were several with 
special features. 


MANCHESTER NOTES 


A New Factory—No Change in 
Freight Situation 


Many local shoe merchants of this 
city visited the National Shoe and 
Leather Exposition last week. 

A group of local Greek business men 
have formed the General Enterprise 
Company, for the manufacture of shoes 
in this city. The new company has al- 
ready taken over the vacant Plant fac- 
tory on Elm Street and has started to 
equip it with machinery. 

No noticeable change in the freight 
situation is apparent at this date and 
the manufacturers continue to ship their 
merchandise by express. On large 
1r-ight orders made up for August de- 
livery, which are already through the 
factory, one-half of the express charges 
are being paid by the manufacturers. 


Wholesale Trade 


Like the past week the wholesale 
trade continues quiet and mostly sizing 
up orders are received at the factories. 
Cutters in some of the shops have re- 
turned to work, but in most cases have 
very little work ahead of them. The 
regular run of business has not been 
booked yet, but from present indica- 
tions manufacturers expect a large 
volume of business when buying is 
started. Many local factories have 
undergone considerable changes during 
the lull and in some cases some have 
been enlarged with a view to increasing 
their production during the coming 
months. 


HAVERHILL FIRM 

CHANGES NAME 
The Consolidated Slipper Company 
will from now on serve the trade under: 
the name of the Bay State Slipper Com- 
pany. The firm is doing a very good 
business in boudoirs, strap sandals and 
Mary Janes. A stock department is. 
maintained so that orders can be filled 
the day they are received. 
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Syracuse 


SIDE LIGHTS ON STATE CON- 
VENTION 


A Few Notes on Some of the At- 
tractive Features 


At the booth of the A. E. Nettleton 
Company, Syracuse, the center piece 
was the adaptation of the French 
square toe last, which is expected to 
make a decided appeal to the more 
fastidious. F 

John S. Gray of Syracuse featured 
Van Dyke brown Russian calf walking 
boots. 

Thomas A. Moore was in charge of 
the Standard Felt Company exhibit. 

E. P. Reed & Co. of Rochester 
showed a large line of high-grade welt 
-oxfords, pumps and boots. This ex- 
hibit was in charge of ‘“‘Gene’’ Connors. 

Bliss & Perry exhibited beaded 
slippers and satin, suede and kid pumps 
with beaded buckles. 

The Converse Rubber Company, 
‘showed the latest novelties in Fall and 
Winter rubber footwear, including some 


natty models with red and blue felt 
tops. 

The children were not forgotten by 
the Onondaga Hide & Leather Company, 
who displayed ‘First Step’’ and “‘Cosy 
Toe” lines. 

The Hazen B. Goodrich Company 
presented a line of men’s and women’s 
slippers and shoes. 

The United States Rubber Company, 
Syracuse branch, featured Keds, tennis 
and outing shoes, designed especially 
for street, bathing or sport wear. 

The Plymouth Rubber Company 
exhibit, in charge of ‘“‘Mike” Minns, 
was the center of considerable activity. 
At this booth was featured the special 
high-grade “‘Plymouth heel’’ which is 
being received with great enthusiasm 
by the entire shoe trade. 

C. A. Eaton Company showed new 
footwear styles for men. ‘Freddy’ 
Brill, New York State representative, 
greeted many of his friends at the booth 
and reported a few exceptionally large 
sales. 


Indianapolis 


JULY BUSINESS GOOD 


White Season Biggest in Shoe Store 
History 


Although the latter part of July is 
usually regarded as one of the quietest 
periods of the year, business with In- 
dianapolis shoe merchants has held up 
exceptionally well. Numerous ‘“‘clear- 
ance”’ and “‘reduction” sales which have 
been held throughout the month have 
enabled the merchants to get rid of 
their odds and ends and make room for 
Fall stock. 

The white season in Indianapolis has 
been the biggest in the shoe men’s 
history. One merchant said it was 
practically impossible to supply the 
demand and added that he could still 
sell many pairs of white footwear if 
he could get them. Practically all white 
stocks were depleted earlier in the 
month, and this was brought about 
without any particular merchandising 
efforts on the part of the merchants. 


Early Closings 


Nearly all of the downtown shoe 
‘stores have adopted early closing hours 
for the remainder of the Summer. 
During the period ‘beginning July 6 
and ending September 3, the stores are 
closing at 5 p. m. on the first five days 
of the week, and are closing at noon on 
Saturdays. 


JUNIOR GIRLS’, DEPARTMENT 


To Be Installed at L.'S. Ayres & Co.’s 
| Store 


John Gutman, assistant to Elmer B. 
Davis, buyer and manager of the shoe 
department at the L. S. Ayres & Co. 
store, is soon to be placed in charge of 
junior girls’ shoe department which is 
to be added to the infants’ shoe depart- 
ment on the fifth floor. This depart- 
ment will be entirely separate from the 
women’s shoe department on the second 
floor. 

‘‘We have tried at times to add shoes 
for growing girls to the women’s de- 
partment,” said Mr. Davis, “‘but our 
attempts have not been satisfactory. 
However, we believe that by establish- 
ing a separate department entirely it 
will become quite popular.” 


South Bend Banquet 


Retail shoe merchants of South Bend 
and their salesmen held a banquet at 
the Chamber of Commerce on July 6, 
the salesmen being the guests of the 
store proprietors. Plans were made at 
the affair for the formation of a baseball 
team which will challenge the clothing 
salesmen of the city to a game in the 
near future. Alexander Jacobson, com- 
mercial secretary of the Chamber of 
Commerce, gave a short talk on “‘Sales- 
manship.”’ 
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Increased Sales 


Sales of women shoes at the L. S. 
Ayres store have held up exceptionally 
well so far this month, Mr. Davis said, 
and a bigger business than ever is ex- 
pected for Fall. From July 1 to 17, 
daily sales at the Ayres store showed an 
increase of 78 per cent over the same 
period of last year, giving a monthly 
increase of 58 per cent. 


INDIANA NOTES 


New Shoe Stores—Petot’s Remodeled 
and Other Items 


The Newark Shoe Company is 
planning to open a new retail store in 
the Colonial Building at Richmond, 
Ind. The store will be opened about 
the latter part of July. 

Carpenters and painters are busy 
remodeling and redecorating the Petot 
Shoe Company’s store at 215 Main 
Street, Evansville, Ind. In commemo- 
ration of the improvements, the store 
has been conducting a big “‘remodeling 
sale’ on oxfords and pumps. 

O. O. Watson, for ten years one of 
the leading shoe merchants at Prince- 
ton, Ind., is closing out his store there 
on account of ill health. Rather than 
sacrifice his stock in bulk to some out- 
side concern, Mr. Watson is disposing 
of it at a special sale. As soon as the 
stock is disposed of, Mr. Watson ex- 
pects to go West for his health. 

Louis P. Bamberger, retail shoe mer- 
chant at Huntingburg, Ind., is remodel- 
ing the interior of his store, building in 
order to make room for a larger stock of 
goods. New fixtures are being added 
and the front windows are being en- 
larged in order to give him more room 
in which to display his enlarged stock 
of goods. 


Bronson Courageous 


The courage and lung power of 
Edward Bronson, one of the proprietors 
of the A. B. C. shoe store at Lafayette, 
Ind., saved him from being robbed by 
two holdup men recently. One of the 
bandits thrust a revolver in his face 
and the other started to search him. 
Instead of putting his hands in the air 
as commanded by the robbers, Bronson 
grabbed the hand that held the weapon 
and called for help. The bandits then 
beat a hasty retreat. 


HAVE TIMELY WINDOWS 


The Newark stores showed a good 
example of timeliness in their window 
displays during the America cup yacht 
races by having the floor of the window 
covered with a blue paper on which a 
white yacht is printed at regular inter- 
vals. 
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Boston 


STYLE SHOW ECHOES 


National Shoe and Leather Exposi- 
tion Features Snappy Styles 


The National Shoe and Leather Ex- 
sition and Style Show of July 20-24 
» asses into history as an event that was 
certainly worth while. This week the 
‘rade is relaxing a bit and talking over 
‘What Was What” in the many brand 
sew features presented. There were 
ome surprises sprung in styles—for 
justance, the ten-inch fine kid and suede 
loots, many with wave tops; the cut- 
out boots, boots and pumps, the new 
shade of Boulevard Blue, the cut-out 
oxfords, the four-strap effect pump, the 
sabot pump, the decorated strap pumps 
with fancy metal and beaded slides; 
the Roman sandal effect, with five 
straps, trimmed with little silver or 
gold slides, the black patent shoes 
trimmed with gold kid, and the all gold 
kid shoes. In all, some twenty-seven 
new styles gave a stimulus to Fall 
business. The models were never more 
attractive, in fact, George J. Walmsley, 
director of the Style Show, said: ““We’ve 
got the best looking bunch of models 
we ever had at a style show.’ The 
models were gowned in the latest 
creations loaned by the Boston stores 
of C. E. Hovey’s, Gilchrist’s, Jordan 
Marsh Company, William Filene’s 


Sons Company and Conrad & Co.; the 
millinery creations were from the house 
of Browning & Co., hosiery from 
Brown Durell Company. 


A Boston Visitor 


Abe Rippa, a prominent shoe re- 
tailer of Ybor City, Fla., made his first 
visit to Boston during the style show. 
He stopped at the United States Hotel 
and was a guest of W. A. Camps of 
R. E. McDonald, who showed him 
around the ‘“‘Hub.” 


OPENS BOSTON OFFICE 


United Footwear Association, L. A. 
Sherbano Manager 


L. A. Sherbano, sales manager of the 
United Footwear Association, of Min- 
neapolis, Minn., has opened a Boston 
office at 113 Lincoln Street, where he 
will show the lines of children’s shoes 
which his company is offering the job- 
bing trade. Among other firms whose 
product is being distributed by the 
United Footwear Association is the 
Howlett line made in Malden, Mass., 
the line of the Muskin Shoe Company 
of Baltimore, Md., and the line of 
James H. Houlihan, Birdsboro, Pa. 


Des Moines 


RETAIL TRADE QUIET 


Semi-Annual Clearances Begin— 
Big Crowds Respond 


A survey of the retail shoe stores and 
shoe departments reveals the fact that 
all are doing the usual business that 
comes at this time of the year. Sales 
are going on, with the “Specials” still 
coming on Thursday, Friday and Sat- 
urday, but are meeting with only fair 
success. The retail shoe stores in Des 
Moines are open from 8 o’clock in the 
morning till 6 o’clock at. night, and the 
same hours are observed on Saturday. 
The shoe salesmen, instead of working 
short hours, are getting two weeks’ va- 
cation with full pay. 

The retail stores still report that 
women continue buying white shoes 
fairly well. 

The beginning of the week saw the 
opening of the semi-annual clearance 
sales. There was a big rush at most of 
the stores offering these reductions, as 
the people have been waiting for these 


sales. Every big store in Des Moines is 
clearing up its old stock and getting 
things in good shape for Fall business. 
A thorough canvass of the shoe stores of 
Des Moines shows that business is start- 
ing with a rush in all stores and gradu- 
ally dying down. Mr. Jacobson, man- 
ager of the Seymour Shoe Store, said: 
‘“We have had a very successful sale in 
this store and have kept an extra force 
of ten clerks steadily busy waiting on 
the trade all day. The big sales call the 
public to the downtown stores. The 
newspapers are filled every night with 
advertising of ‘big reductions. This is 
causing the attention of the people to 
be diverted to buying. We are getting 
our full share of business.”’ 


In New Home 
The Le Flora Boot Parlor is having a 
sale, occasioned by their moving from 
their exclusive parlors on the third floor 
of the shop’s building to a new site on 
the third floor of the same building. 
They say, “We are anxious to stock 
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our new store with absolutely new mer- 
chandise. For that reason alone we 
have ruthlessly cut the prices on many 
of our highest grade low shoes.”’ Their 
prices range from $9.85 to $4.85. 


D’Arcy’s Special 


The D’Arcy Boot Shop (exclusively 
for women) is offering special styles im 
new strap pumps. The “anklette’’ is: 
being featured this week. 


Off ‘on Vacations 


Large numbers of shoe buyers and 
managers are leaving in August on their 
vacations. Most of them are getting 
away from all business and spending 
their time at the Northern lakes of 
Iowa with their families, and yet several 
are combining business with pleasure 
and are visiting the shoe-buying centers 
in the Fast. 


NAMES OF SALES 


** Surprise,’’ ‘‘ Profit - Sharing, ’” 
**Sacrifice’’ and ‘“*Two Hour’”’ 


The Slade Shoe Shop, along with the 
rest of the Des Moines stores, is offer- 
ing its semi-annual clearances of ten 
days. Slade names his the “Surprise 
Sale.”” The Walk-Over Shop is calling 
theirs the “‘Profit-Sharing Sale.” Kin- 
ney’s advertise theirs as the “$3,000,000 
Shoe Sale.’’ Panor’s say “The Sacrifice 
Shoe Sale,”’ and Oranskay’s is having a 
big special in the ““Two-Hour Sale.’” 
These are only a few of the names that 
are applied to the annual end of July 
clearances. 

One of the big surprise sales of the 
year is yet to be pulled off. The shoe de- 
partment of the Younker Brothers De- 
partment Store is planning one of the 
biggest sales of the year. Much adver- 
tising in the form of gorgeous display 
windows and much newspaper adver- 
tising are to accompany this sale, which 
promises to be one of the big events of 
the shoe clearance season. 


At Brunk’s Bootery 


The Brunk’s Bootery offers for the- 
week-end sale a $12.50 value in wom- 
en’s “sailor tie’? pump at $5.75. Dressy 
white pumps are advertised at $3.35. 
and also white reignskin “‘sailor ties” — 
$9.00 values at $4.65. Brunk’s is pull- 
is pulling hard for the mai'-order busi- 
ness in Iowa. The Newark Shoe Store- 
of Des Moines is offering shoes—$5.00- 
to $8.00 values at from $2.48 to $4.48. 


At Chicago Show 


The Chicago National Shoe Exhibi- 
tion was the mecca of the Des Moines. 
shoe managers recently. Nearly every 
retail shoe store was represented. Mer- 
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chants went to Chicago in order to get 
a line on the coming styles and prices 
and find out what is to be expected this 
Fall in the shoe game. 


FALL PRICES 


Lower,”’ 
Panor 


Tobias Panor of the West Family 
Shoe Store says that shoe prices will 
and must be lower. He says that the 
wage-earner of today does not have the 
money to spend for expensive shoes. 
Only the staple shoes that sell at a rea- 
sonable price will be bought. “Even 


“Must Be Says Tobias 
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with reasonable prices,” says Mr. 
Panor, “the average wage-earner will 
not buy that which he does not need 
this Winter. 

“In regard to styles for Fall and 
Winter,”’ said Mr. Panor, “I believe 
that the staple line of women’s boots 
will be sold more than anything else. 
Contrary to public opinion, the aver- 
age wage-earner will not buy very 
much in low footwear. Of course, the 
society women, to whom we do not 
cater so much, will wear brogue styles 
in low footwear, but the majority of 
Iowa women will wear only the stand- 
ard shoes.” 


Baltimore 


BROGUES SELLING 


Beaded Buckles in Evidence with 
Pump Styles 


Frank K. Gilbert, in charge of the 
shoe department of Isaac Hamburger 
and Sons, on Baltimore and Hanover 
Streets, who recently added a depart- 
ment for women, states that they are 
selling in the new line a majority of 
brogues and, using his words, “‘shoes of 
the mannish type,” while in their white 
line, sales of high heels and walking heels 
seem to be equally divided. There seems 
to be no diversion from the present 
leaders in novelty shoes. 

It was noted in the various display 
windows and cases attractively built 
into the mahogany finished stock 
shelves that “Theo” ties of colored 
suedes, various leathers and ducks 
predominated. Beaded buckles were 
in evidence with plain and colonial 
pumps. 


OPENS NEW STORE 


United Shoe Stores Adds Men’s and 
Boys’ Lines 


Attributed to the successful manage- 
ment is the rapid growth and demand 
for an additional line for men and boys. 

Mr. Cohn, proprietor of the United 
Shoe Stores, having carried women’s, 
children’s and infants’ lines only, 
intends to occupy a store at 511 South 
Broadway about August 15 in which he 
intends to cater to men and boys 
exclusively. 


Store Changes Hands 


Michael Hess, at 205 N. Eutaw 
Street, sold his store to William Davis, 
who, at present, is, buyer for the shoe 
department of A. A. Brager’s big 
department store on the corner of Eutaw 
and Saratoga Streets. Mr. Davis, a 
shoe man for eighteen years or more, is 


well experienced in buying and manag- 
ing, therefore he is expected to have 
clear sailing in trade winds. 


New Shoe Store 


David Max is preparing to open a 
“Cut Rate’ retail shoe store about 
the latter part of August, at 2200 E. 
Monument Street. The store is now 
under alteration but it is expected to be 
completed in time to enable the future 
occupants to open their doors by the 
time stated. 


Forced to Close 


Owing to the scarcity of real property 
and especially that of desirable locations 
of store fronts, Mrs. W. A. Johnson of 
309 South Broadway has been notified 
by her real estate agent that the land- 
lord personally desires to occupy the 
property that she now holds. Mrs. 
Johnson, not being able to continue her 
lease nor to find a suitable location, is 
being forced to dispose of her stock by 
having a large and quick “Closing Out 
Sale.” It is hoped, though, that little 
time will elapse before finding the 
desired location and that business may 
be resumed with a greater success. 


COMPLETE DRESS SCHEME 


Shoes __ for Various Occasions 
Featured at Stewart 


In the numerous spacious windows 
of Stewart & Co., on the corner of 
Lexington and Howard Streets, showing 
the various styles of outer garments, 
is a choice variety of footwear, suggest- 
ing styles both becoming and in har- 
mony with the chief feature of each win- 
dow. It is claimed that this is done 
to impress upon the observing public 
the necessity and beauty of wearing 
proper shoes for the various occasions of 
the day. It is, indeed, a well planned 
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and proper idea to promote, as the 
company attributes a good movement 
of stock to such realized ideas, but it is 
also claimed that when trimming is 
conducted along the line noted, care 
should be taken to prevent over-trim- 
ming or crowding. 

O’Neil & Co., on Lexington and 
Charles Streets, and a few other stores 
occasionally employ the same method to 
display their shoes and no doubt have 
noticed the same results. 


HARRY L. RALFF DEAD 


Former Display Manager at Wm. 
Hahn Shoe Co. 


In spite of the efforts of an aviator, 
Charles J. Boylan, who not only rescued 
Harry L. Ralff, 29 years old, from the 
foot of a pier at Betterton Beach, but, 
in spite of being weakened by the 
struggle, leaped in his plane and flew 
fourteen miles in a record time to the 
U. S. Public Health Hospital at Perry 
Point and returned with a nurse and a 
pulmotor, Mr. Ralff died from drown- 
ing. Mr. Ralff came to this city from 
Philadelphia and was employed as 
display manager for William Hahn Shoe 
Company at 37 West Lexington Street. 
The body was taken to the home of his 
parents in Philadelphia for burial. 


“SF, & C.”’ Opens 


Feltman & Curme opened the doors 

of their new store at 22 West Lexington 
Street on the morning of the 16th and 
admitted a flood of enthusiastic shop- 
pers. 
To honor the occasion, the windows of 
the store were dressed with small 
bunches of cut flowers scattered and 
some fixed at intervals between a 
complete assortment of lines carried. 


MISHAWAKA MAN’S 
OPINION 


Made Before Middle States Textile 
Manufacturers at Louisville 


F. G. Eberhart of the Mishawaka 
Woolen Mills, Mishawaka, Ind., was in 
Louisville during the week, attending 
a meeting of the Middle States Textile 
Manufacturers’ Association. Mr. Eber- 
hart stated that conditions in the tex- 
tile trade were improving, that the 
slump appeared to be over the worst 
part, and that business was showing 
improvement. Mr. Eberhart stated 
that one of the very few commodities 
that have not increased materially in 
value is crude rubber. Textiles have 
been up considerably, but compara- 
tively low-priced crude rubber has been 
responsible for rubber shoes, auto tires 
and similar lines continuing lower pro- 
portionately than other commodities. 
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HUNTINGTON CONVENTION 


Semi-Annual Event of Thirty-Eight 
Salesmen 


The semi-annual convention of the 
thirty-eight salesmen for the Hunting- 
ton Shoe & Leather Company of Hunt- 
ington, was held at the Knights of 
Columbus Hall in that city, July 14, 15 
and 16. The convention closed with a 
dinner at the Huntington Country 
Club. At the sessions round table dis- 
cussions were held and speeches were 
made by several experienced shoe men. 
R. Holmes of the United Shoe Machin- 
ery Corporation of Boston, Mass., 
spoke at the Thursday afternoon session 
on “Better Shoemaking.’”’ Demonstra- 
tions along different lines were given, 
among which was the showing of the 
cutting of upper leather and _ sole 
leather. 


SALESFORCE ADDITIONS 


New Men Join the McElroy-Sloan 
Shoe Company’s Travelers 


The McElroy-Sloan Shoe Company 
has made several new additions to its 
salesforce as follows: J. H. McEvoy, 
formerly of Friedman-Shelby Shoe 
Company, will cover Iowa; C. M. Mor- 
ton, formerly of Roberts, Johnson, 
Rand Shoe Company, will cover North- 
ern Missouri. 





CLARK SALESMEN CONVENE 


Settled Prices Are Predicted for 
Winter with Retail Demand 


Salesmen of the James Clark Leather 
Company of St. Louis opened their 
semi-annual convention here Tuesday, 
July 20, with a banquet given at the 
American Annex Hotel. After the din- 
ner and entertainment, reports were 
heard from the salesmen as to condi- 
tions in their territories, and the general 
situation was discussed. 
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It was stated by a member of the 
firm, in regard to shoes, that the un- 
settled condition of the market made it 
impossible to forecast conditions and 
prices, but the sentiment seems to indi- 
cate settled prices this Winter, with a 
return of the retail demand which was 
disrupted by the slashing of prices last 
May by Wanamaker in New York. It 
is expected that sales from the floor will 
increase this Fall, and buyers again will 
stock up. 





DAVE MORRIS 

Who Will Represent Diamond Shoe 

Company at Chicago Office, 708 Secur- 
ity Building 


DAVE MORRIS WITH DIAMOND 


Brockton Concern to Have Western 
Live Wire 

Dave Morris, who for three years has 

covered Illinois for the Novelty Shoe 


Company, has severed his connection 
with that house and will hereafter rep- 
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resent the Diamond Shoe Company of 
Brockton, Mass. His territory will be 
the City of Chicago and the State of 
Wisconsin. He expects to work the 
territory very closely and will have sev- 
eral assistants. Mr. Koblens, who has 
represented the Diamond Shoe Com- 
pany in Chicago for several years, will 
remain on his present territory. 

The Chicago office will be 708 Secur- 
ity Building, where a line of samples 
will always be on display. 

Mr. Morris has won a wide acquaint- 
ance among the retail trade of Illinois, 
and is now receiving the congratulations 
of his friends. 


ST. LOUIS TRAVELERS 


Brown Shoe Company Men Go Out 
in August 


Brown Shoe Company has called a 
number of its salesmen in early to look 
over new samples. Salesmen will go 
out with the new lines some time in 
August. 


Back from Pacific Coast 


B. B. Scheurer, vice-president. Juve- 
nile Shoe Corporation, has returned 
from a month’s trip to the Pacific Coast, 
since which time has has made an East- 
ern and Southern trip. 


New Members 


Sam H. Stamfield and J. J. Curran 
are new members of the James Clark 
Leather Company’s salesforce. The 
former will cover Alabama and Georgia, 
and the latter Southern Illinois. 


J. S. Barrie Returns 


J. S. Barrie, sales and advertising 
manager of James Clark Leather Com- 
pany, has returned from a week’s vaca- 
tion spent in fishing. 
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Ira Lichterman Reports 


Among the reports read was that of 
Ira J. Lichterman of Memphis, one of 
the Southern representatives of the 
firm. Lichterman has had much success 
in dealing with the Southern market, 
and demands in that part of the coun- 
try in leather findings and shoes indi- 
cate a return to demands previous to 
the slashing of prices. 

Wednesday night the salesmen were 
entertained at dinner at Bevo Mill and 
later attended the Municipal Opera. 


TRIBUTE TO JOEL C. PAGE 


Pioneer Shoe Traveler—Vice-Presi- 
dent of First Salesmen’s Associa- 
tion 


Joel C. Page, pioneer shoe traveler, 
and vice-president of the First Shoe 
Traveling Salesmen’s Association, died 
at his home in Melrose in the early 
morning of Wednesday, July 14, at the 
ripe old age of 88 years. It was Mr. 
Page’s ambition to live to attain the 
age of 90, for he thoroughly enjoyed 
life. He was an optimist and liked to 
make those about him feel happy. He 
had been confined to his bed for only 
two or three weeks before the end came, 
and even then was not very ill, his 
death coming as the result of the 
general dissolution process. Although 
he had not traveled since 1904, he re- 
tained his full interest in the traveling 
men’s associations, in the Boot and 
Shoe Trades Club, the Boston Shoe 
Trades Club, and other organizations 
connected with the trade. He came into 
Boston as often as he could to spend his 
time among his many friends in the 
shoe and leather trade. Mr. Page was 
prominent in Masonic circles’ and was 
buried with full Masonic rites. 


A Traveler of 1852 


Joel C. Page was born at Lancaster, 
N. H., December 20, 1832; his great 
grand daughter is a little miss of eleven 
years. He came to Boston in July, 
1852, and secured a position in the 
wholesale shoe house of James A. Ester- 
brook, then in the North End. At that 
time, this section of the city was the 
leading section for footwear. About 
Christmas time, Mr. Page left for his 
old home in Montpelier, Vt., and took a 
few shoes with him. He had been a 
clerk in a shoe store at this place for 
four or five years, prior to his coming to 
Boston. Mr. Esterbrook told Mr. Page 
to take what shoes he wanted and that 
he would give hini half the profits. 
While on his Christmas vacation at 
Montpelier, he sold to his old employer 
at that place, $180 worth of shoes, 
through his former employer's con- 
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fidence in him; all the other merchants 
of the town followed with a small order. 

There were many commission houses 
operating at that time, and Mr. Page 
with the permission of Mr. Esterbrook, 
picked up a little line of samples from 
the commission houses and went to 
different towns. 


Runs Retail Store 


Mr. Page stayed with Mr. -Ester- 
brook until 1856; then went up to Ver- 
mont and ran his own store. He had 
become accustomed to buying goods 
from manufacturers and so bought 
them all the way along. In 1864, he 
closed out his Vermont store and started 
in for himself as a shoe traveler, with 
the whole country as his territory, 
selling shoes to the retail trade. 
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JOEL C. PAGE 


As He Appeared in His Study, Sep- 
tember, 1910 


Formed Travelers’ League 


In 1885 he formed a Boot and Shoe 
Travelers’ League, with others and was 
its first vice-president, with 200 mem- 
bers. 

In the “Recorder” of September 7, 
1910, page 57, appears Mr. Page’s his- 
tory as “The Pioneer Traveling Shoe 
Salesman,” written by himself and 
illustrated with a “Drawing True to 
Life” of Mr. Page reproduced herewith. 
He was one of our first readers and was 
always a “Recorder” booster. This 
autobiography was permeated with his 
genial personality. 

In this story, he tells us that while he 
made his start as a traveler in 1852, 
with two carpet bags, one in each hand, 
that the Winter of 1856 was the first 
time another traveling salesman made 
his way up to Vermont. 
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Retired as Traveler, 1904 


The last firm for which he traveled 
was a Newburyport house. Before he 
discontinued his traveling salesman’s 
career, a new customer asked him, 
“Are you the oldest man in the world?”’ 
Mr. Page liked to relate that conversa- 
tion. His reply was “Not exactly 
that.” The customer continued— 
“I will tell you why I asked that. 
Since writing your house and receiving 
your reply that you’d be here, there’s 
been a good many shoemen along. I 
said that I was going to wait for Mr. 
Page. They said that you were the 
oldest man in the world, and then I 
expected to see an old man coming in 
with a crutch. I was telling my wife 
this morning before I came to the store, 
that I was going to look at a line of 
samples shown by the first man that 
ever sold samples on the road.” “You 
don’t tell me so,” said she. ‘‘Well, 
that’s what I’ve been told by the travel- 
ing men who have come along,” I 
replied. “Isn’t it a pity,’ replied my 
wife, “that such an old man as that has 


” to travel?” 


In Louisville Recently 


A representative of the Julian Ko- 
kenge Company of Cincinnati was in 
Louisville recently, showing a new line 
of McKays for women which the com- 
pany will manufacture in a new factory 
in Columbus, O. 


R. A. T. S. S. NEWS 


Salesmen Anxious to Pack Up—Now 
Busy With Samples 


Powers Hotel lobby these days is a 
mighty deserted place as far as the 
members of the Rochester Association 
of Traveling Shoe Salesmen are con- 
cerned. The “R. A. T. S. 8S.” are busy 
as the various factories which they 
represent, assisting in the rushing 
through of their samples for next season. 
These men believe that the merchant is 
hungry for new merchandise and are en- 
thusiastic over their new samples. 


Freddie Brill Challenges 

C. A. Eaton Company’s New York 
State representative, Freddie Brill, 
issues a challenge to Roy C. Schneider 
of John Kelly, Inc., for a golf match to 
be played some time during the month 
of August. Mr. Brill, admitting that 
Roy Schneider was his able golf instruc- 
tor, feels that he is now ready to assume 
the title of “Golf Champion of the 
je ie eg 


Helmer Dips a Line 
Charles H. Helmer, chairman of the 
July Rochester Style Show, is at present 
resting up in the Adirondacks. Helmer, 
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who is with the Empire Last Works of 
Rochester, N. Y., was responsible for 
the successful termination of the Flower 
City footwear exhibition, and at the 
close of the show packed up his fishing 
rod and other Izaac Walton implements 
and left for his favorite fishing waters 
in the Adirondacks. 


At the Style Show 


Among the visitors at the National 
Shoe and Leather Exposition and Style 
Show of last week was L. L. Chinske of 
Dallas, Texas. 

Mr. Chinske has for 12 years repre- 
sented the Churchill & Alden Company 
in the “‘Lone Star”’ State. 

INCREASES 
RITORY 


JOHANSEN TER- 


Sales Manager Charles S. Strayer is 
Off on Vacation 


Sales Manager Charles S. Strayer, of 
the Johansen Bros. Shoe Company, 
accompanied by Mrs. Strayer left last 
week for a two weeks’ vacation, after 
having seen that the preparations for 
the new season were well under way. 
The salesforce of the company, which is 
being steadily increased, will probably 
get away for the various territories about 
August 21. Included in the force this 
season will be R. E. Shannon, who will 
cover the Ohio and Eastern Indiana 
territory, in place of Ashley G. Kennedy 
and P. J. Simpson, of Talladega, Ala., 
who will cover North and South Caro- 
lina, which have been added to the 
area to be covered henceforth by the 
company. 

THE WALK-OVER TRAVELERS 
ABROAD 


News of Warren Baldwin’s Trip 
also of J. Brachmann 


On Walk-Over Salesman Warren 
Baldwin’s trip from Singapore to Kuala 
Lumpur, Malay States, the sleeper on 
which he was riding caught fire and 
burned to the ground. He and most of 
the other passengers spent the rest of 
the night in the dining car. 

J. Brachmann of Triebel & Co., 
Guatemala City, Central America, 
visited the plant in Brockton recently. 
He brought photos of the new Walk- 
Over store there which replaces the one 
destroyed some time ago by an earth- 
quake. The store is built entirely of 
cement. 


Haverhill, Mass.—The Shoe Co. Inc. 
reported has petitioned the Superior 
Court of Essex County for the appoint- 
ment of a receiver to continue the busi- 
ness. Nathan Astro, treasurer, has 
been appointed receiver. It is stated in 
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the petition that the corporation has 
liabilities of $36,340.29, with assets 
consisting mainly of machinery, lasts, 
fixtures, stock in process, amounting to 
$35,933.60. These, if sold on execution, 
the petition states, would show a de- 
cided loss both to the corporation and 
its creditors. Hence the receivership. 


AT THE STYLE SHOW 


E. T. Wright Co., Inc., Feature 
**Booster Bill’? Song 


A rather unusual feature was in- 
troduced by the E. T. Wright Com- 
pany, Inc., Rockland, Mass., makers of 
the famous “Just Wright’’ shoes. 
Through the courtesy of the Olympia 
Theaters, Inc., Charles Bradley sang 
their famous “Booster Bill’ song to the 
tune of “‘Smiles.’’ 

The song was very well received, and 
excited a good deal of favorable criticism. 
The following is a copy of the words 
used. sung to the tune of “‘Smiles.” 


“Take a tip from Booster Bill 
Always scatter round good will, 
—_ right —: = _ coming, 

id the sun will shi: 

ona may come por pe 
But Just Wrights will’ st stay you know, 
They turn troubles into bubbles, 
Booster Bill he knows. 


CHORUS 


ht shoes make wearers happy, 
tt shoes make wearers glad, 
other, 


“Just Wri 
Just Wri 
It’s the s that always pleases 
It’s the shoe that always pleases da 
It’s the shoe that always means real business, 
Something that you "re looking for today, 

Just Wright shoes have come to stay _e 
They're the best bet you've got today 


CINCINNATI TRAVELERS 


J. E. Thompson Opens Branch 
Office—Simpkins at Factory 


J. E. Thompson of the E. R. Ladew 
Company, Glen Cove, N. Y., having 
previously covered the northeastern 
territory, has come to Cincinnati to 
open up a branch office. He will 
handle exclusively his company’s line 
of sole leather and welting in Cincinnati 
and vicinity. 

G. W. Simpkins, Pacific coast man 
for the Manss-Owens Company, has 
been at the factory during the past 
week. 
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Lynchburg, Va. 


AT THE FACTORIES 


Craddock Terry Co. Adopt a Five-- 
Day Week 


The three local shoe factories of the- 
Craddock-Terry Co., beginning this. 
week, have gone on a five-day week. 
With the exception of the customary 
10-day Summer shutdown to overhaul 
the machinery and give employes a 
vacation, the plants had been running 
on full time, and decision to curtail 
production to five days a week was 
reached only recently. Decreased de- 
mand, on account of retail fearing to- 
load up because of the break in the 
leather market, is responsible for the 
reduction in working time. Officials 
state that full time operation of the- 
plants probably will be resumed in 
September. 


Profit-Sharing Scheme 


Factory employes of the Craddock- 
Terry Company have been informed 
that they have $100,000 coming to 
them, to be paid this week, as result of 
the profit-sharing scheme put into effect 
by the company last year. At the meet-- 
ing of the employes at which the- 
announcement was made by Chas. G.. 
Craddock, general manager of the 
company, a revised constitution and by- 
laws was adopted by the Craddock- 
Terry Co-operative Association, the- 
official title of the employes’ organiza- 
tion. Mr. Craddock, in a brief talk, 
reminded the employes that the profit- 
sharing is not permanent yet, having 
been adopted on trial, and that its 
continuance depends on the hearty co- 
operation of the employes. 

An outing to Natural Bridge was. 
given by the company to its workers. 
recently. 


Co-operative Association Officers 


The election of officers of the co- 
operative association resulted as follows: 
John Fitzgerald of the West End 
factory, president; David Overstreet, 
of the Southland factory, vice-president, 
and John T. Yates of the Jefferson 
factory, secretary-treasurer. The con- 
stitution also provides for the election of 
two directors from each factory and 
two from the management of the fac- 
tory, but their election went over to a 
later date. 

Both sides to the profit-sharing 
arrangement appear to be very satisfied 
with the manner in which it has worked 
so far since the policy was inaugurated, 
and are encouraged in believing that it. 
may become an established and per- 
manent policy. 
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Important Resolutions Adopted By Finders 


Cleveland, July 20—The sixteenth 
annual convention of the National 
Leather and Shoe Finders’ Association 
adjourned Thursday, July 15, after a 
three-day convention in Hotel Cleve- 
land, in the course of which they selected 
Kansas City as the site for the 1921 
gathering. The delegates by rising vote 
suggested to the Executive Committee, 
which will fix the date for the next 
gathering, that it be held before the 
fifteenth of June so as to avoid the in- 
tense heat that is said to prevail in the 
Missouri city in July and August. 

Delegates declared that the conven- 
tion just closed was one of the most 
successful and most educational gather- 
ings held in the history of the organiza- 
tion. Some of the biggest men in the 
leather and shoe finders’ business gave 
their views on business problems and 
prospects in a manner that was bene- 
ficial to men in all lines of trade. 


H. A. Bragg Re-elected President 


The delegates honored H. A. Bragg 
of St. Joseph by re-electing him presi- 
dent, and with a whoop that filled the 
hotel auditorium and bespoke the ap- 
proval of the delegates in his adminis- 
trations in the past, George A. Knapp 
of St. Louis was re-elected secretary. 
P. W. Peterson of Chicago was chosen 
treasurer and A. J. Ehlers of Chicago, 
first vice-president. 

The Executive Committee, which is 
made up of J. H. Willinsky, Savannah; 
Henry Spies, Cleveland; H. E. Bragg, 
St. Joseph; Mr. Knapp, W. H. Potts, 
Dallas; J. L. Marks, Detroit; A. J. 
Ehlers, Chicago;  P. W. Peterson, 
Chicago; S. W. Burtchaell, Boston; 
W. G. Battle, St. Louis; Frank J. 
Fisher, Cincinnati, and Edward E. 
Gustin, Lincoln, met at the close of the 
sessions and organized by electing Mr. 
Spies chairman and Mr. Knapp secre- 
tary. 


Social Events a Feature 


The social side of the convention was 
one of the most pleasant. Special con- 
sideration was shown wives and families 
of delegates. There were banquets 
with special music and speaking for 
both men and women. Tuesday the 
entire personnel of the convention was 
taken on a boat ride to Cedar Point. 
District meetings were held during the 
boat ride, and at the pleasure resort a 
group picture was taken. Then for two 
hours the delegates and their families 
enjoyed the beach and water. The 
annual grand banquet, the concluding 
event on the program, was held Thurs- 


day evening, with Edmund Vance Cook 
of Cleveland acting as toastmaster. 
Thomas Augustine Daly and Dr. Frank 
Crane, well known lecturers, delivered 
addresses. 

The entertainment provided brought 
forth the unanimous adoption of a 
resolution of thanks to Mayor W. S. 
FitzGerald for his greeting. The 
Cleveland committee, local women, 
Cleveland Hotel and the members of 
the press also were given the thanks of 
the delegates for courtesies extended. 


Repeal of Excess Tax Law Favored 


The convention declared in favor of 
repealing the excess profits tax in the 
following resolution, which was unani- 
mously adopted: 


WHEREAS, The excess profit tax was a war 
emergency measure, primarily designed to recover 
excessive war profits and to pA a ie Government 
in defraying the large expenses inamseed during 
the late war; and 

WHEREAS. Said excess Dees tax is now, 
de merally fi red, as part of the cost of merchan- 

each stage of production and distribution 

has become one of the most important con- 

benny F factors > esate - continuing the 

ret cost of living; a 

EREAS Said excess profit tax lessens the 

mi. for A men to take the initiative in 

business matters, destroys ambition, and tends to 

cause extravagance and un-businesslike methods 
and lessens production; therefore, be it 

RESOLVED, That the National Redes and 
Shoe Fin ers Association, in convention assembled, 
hereby declares itself unalterably opposed to the 
continuance of the excess profit tax and believes 
that it should ‘e promptly ri 

RESOLVED, That a copy of this resolution be 
sent to the President of the United States, to 
every senator and congressman at Washi: nm, 
and to every secretary who is a member the 
National Trade Organization of Secretaries, and 
also to the Shoe Trade Publications. 


Tax Readjustment Asked 


The convention also declared against 
the present method of administering 
taxes at Washington and spoke in 
favor of a readjustment in the general 
interest of the country, in the following 
resolution which was adopted: 


WHEREAS, The methods of taxation by our 

Government are so complicated; have so mu 

Tape” and require so large an amount of 
detail that too much fn. eae time is required to 
make out tax reports. 

WHEREAS, It is - impossible to know how 
to answer correctly the many questions in the tax 
report sheet, and the average business man is 

to consult either an auditor, lawyer or 
banker, and some ape all of them, to be sure 


is correct, and 
WHEREAS, - Any system of taxation which is 
not readily understood consumes a large amount of 
time to make out reports and necessitates the em- 
» ment of an auditor or lawyer, and causes much 
ed expense, places an unreasonable burden 

penn the tax payer, and, 
WHEREAS, The administration of such a sys- 
tem ires ;the expenditure of large sums of 
y our Government which might be saved, 


therefore, be it 
RESOLVED, That the National Leather and 
Shoe Finders’ Associati assembled 


stood, Pombo Tn OL Saaty Gaps Baste, 


be it — 
RESOLVED, That a copy dhe resolution be 


sent to the President, to 
the Chamber of of the United States, 
and to the secretaries of the National Trade Or- 
ganization of Secretaries. 


The convention took up the cudgels in 
defence of the legitimate jobber in the 
adoption of the resolution that follows: 


Protection to Legitimate Jobbers 


WHEREAS, Modern business in general, and 
the ot and shoe findings in particular, has 
ceased to be a haphazard game without rules or 
— as it has been in previous years; and, 

HER 7 —>. business ideals demand 
Bt... the public shall 


tly served in an 

— manner P and the ie medium of of large, well- 
assorted stocks of merchandise, from which prompt 
shipments can readily be placed in the hands of 
the retailer or consumer for immediate re-sale or 
consumption at short notice, the persons or firms 
so maintaining such well, large assorted stocks in 
wholesale quantities, and thus rendering a genuine 
service in the interests of modern ess in 
— and thus benefiting the jobber and manu- 


cturer, be it 
“RESOLVED, That the National Leather and 
Shoe Finders’ Association hold as a jobber, any 
person or firm whose efforts, backed by sufficient 
means and ability, are being primarily 
towards the sale of leather and shoe findings, in 
other than the retail way, and whose purchasing 
power is sufficiently large and lar to = ed 
the sincerity of his efforts and his right to this 
ie 's classification, and be it further, 
RESOLVED, That the National Leather and 
Shoe tag oan Association call on its associate mem- 
te and uphold the best business 
and potest «| ethics of the leather and shoe 
business, as declared by this association; and, be it 


further 

RESOLVED, That it is the sense of this meeting 
that the National Leather and Shoe Finders 
Association a as its legitimate field of opera- 
tion the sale of leather and shoe findings to the 
retailer and repairer and to all others not primarily 
e in the sale of the products of our associate 
m rahip, and, it is further the, sense of tia 
support a co-operation 
extended by the eg ah to the manufacturers of 
leather and shoe findings, deserves the support of 
the manufacturers to that end, that those who are 
not jobbers of leather and shoe findings be not en- 
comreand t in their encroachment upon the legitimate 
fields of operations of the legitimate leather and 

shoe findings jobbers. 








Complaints having been brought to 
the attention of the association that 
there have been abuses of credit infor- 
mation the following resolution was 
adopted: 


Abuse of Credit Information 


The service rendered to members of this 
Fegan through the CREDIT! BUREAU is of 
atest value to them. 
7 cost this association much time and money 
to a it up to its present efficiency. 

Credit information is always given as the un- 
derstanding that it is to be treated as sacred], - ba 
fidential, and whenever this confidence is sed 
by the disclosing of the name of the informant, or 
in any other way, it weakens this feature of our 
service, and, if parties guilty of such offences are 
allowed to continue to do so, will eventually 
destroy this feature to the ous loss of the majority 
of the members of this associa 

We believe in the value of thie’ —- and we 
strenuous! object to any abuse of it by any 

of, this on. We desire to preserve 

= rome ges — it gives to us as jobbers, and we 
y member recei who will the benefits 
Pt — CREDIT "BUREAU who will not hold as 
inviolate the information they receive through it. 


‘ore, be it 

RESOLVED, —- the engeotery Mimastes be in- 
structed to refuse any and all informa 
our CREDIT BUREAU to any ber who has 
been proven guilty of disclosing to his salesman, or 
other member of his organization, or to the in- 
dividual or firm on whom informa’ ‘tion is received 
through our CREDIT BUREAU, any part of such 
confidential credit information. 





Price Maintenance 


A paper on “The Law and Gospel 
of Resale Price Maintenance,” which 
was prepared by Grosvenor Calkins of 
Boston, was read in the latter’s ab- 
sence by George A. Stetson of Boston. 
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WANTED TO PURCHASE 

















WANTED FOR EXPORT 
Slow Sellers 
YOUR 






Discontinued Numbers 
Surplus Stocks 
Entire Stocks 
FOR CASH 
NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 



















* We buy quick and pay highest cash ice 
for retail re ii! stocks of shoes aus 
other merchandise. 

Por 30 year aa apostate 

‘or 30 years our y- 

Bank and le ref 

BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Pro; 


prietor 
610 Broadway, 
Phone, Stagg 1757 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
od —_ merchandise. Leases 5 ~ 

e send a representative to investigate 
and make offer upon request. 


Max Kalter Mercantile Co. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 







































No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, |. 
you need the “BOOT AND SHOE 
RECORDER ” all the time. 
























MISCELLANEOUS 
THE OSCAR ONKEN CO. ea ge 
Lm Poy ana Metal Shoe Fitting Stools 
CINCINNATI, ent Paew 
OHIO, U. S. A: _— 





No. 141 


THE CHICAGO 
WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 


Write for 
Catalog 
and Prices 














One of the points made in the address 
was that all agreements made about the 
resale price are in restraint of trade and 
contrary to law; but that a trader, 
anyone who has anything to sell, pro- 
vided he is not a public utility and is 
not engaged in selling the essentials of 
life, can select his own customers and 
can refuse to anyone he sees fit for any 
reason. 

The annual dinner was held in the 
ball room at Hotel Cleveland Monday 
evening, with 600 guests in attendance. 
The walls of the ball room were deco- 
rated with advertising placards of the 
companies represented at the gathering 
and the display attracted much atten- 
tion. 

William Ganson Rose of Cleveland 
acted as toastmaster. In the course of 
the evening, he gave fitting toasts to 
the women and to the visitors. It was 
an evening of rare enjoyment. Lila 
Robeson, famous for years on the 
stage, sang several selections. There 
was music by an orchestra and a good 
dinner was served. 

William H. Potts of Dallas, Texas, 
made one of the hits of the evening 
with a witty speech entitled “What I 
Do Not Know About the Leather 
Market.” His recital of what he did not 
know was interspersed with humorous 
stories that kept the audience in an 
uproar. 

“We will never again see cheap 
leather,” said Mr. Potts, and by that 
he meant leather as cheap as it was in 
the pre-war days. ‘In the next two or 
two and a half years we will not see 
higher priced leather, during which 
time Europe will gradually re-adjust 
itself to normal conditions and the rate 
of exchange will be more favorable to 







Bicycle 








THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago - - Il! 














EDITORIALLY 


‘ 


The 
Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 














the countries across the Atlantic. 
Then Europe will call on us for leather. 
That demand will bring about higher 
prices. 

“So many strange things have hap- 
pened to leather in the last few years, 
that I am not foolish enough to stand 
here and predict just what is going to 
happen. I remember in 1914 when the 
word went out that Russia had placed 
an order for 750,000 sides of leather and 
the price was doubled. Then finally 
when we went into the war it was noised 
about that Uncle Sam would require 
4,500,000 sides. Well, if 750,000 sides 
would double the market, 4,500,000 
would surely send it up skyhigh as 
many of us thought, so we all filled our 
cellars and storerooms and then sat 
tight and waited for the price to go up. 
Then along came Uncle Sam with his 
price-fixing rules and the market re- 
mained stationary during the war. 
Then a lot of us figured that with peace 
there would be cheaper leather, and 
we proceeded to empty our cellars ex- 
pecting to fill them up again with 
cheaper leather. Instead the market 
began to advance after the peace treaty 
and now I do not want to believe any- 
thing I hear about the leather market.” 
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“Recorder” rates for space less than one-eighth 


Space ltime 7 times 13 times 
eee $5.00 $4.00 $3.50 
en 10.00 8.00 7.00 
Ud vcvesee .---15.00 12.00 10.50 
OW od cedess dees :.20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents - word for 
Minimum amount 


26 times 52 times 





ap to eee. 
$3.00 $2.50 care 0 
6.00 5.00 Gor oddsens. 
9.00 7.50 and paid for 
12.00 10.00 postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


each insertion. 
|, seventy-five cents. For other “Want"’ 





SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 














considered for all territories. 


York City. 








SALESMEN WANTED 
Prominent New York wholesale concern has taken over output of 
well-known manufacturer of children’s popular-priced McKays 
and welts for September delivery or later. Applications now being 
Will 
dress K321, care Boot and Shoe Recorder, 127 Duane St., New 


make excellent side line. Ad- 











SALESMEN WANTED 


MS aoe bes, of men’s medium grade 
welt shoes has an openin ” a capable 





WANTED Experienced salesman to cover Min- 
nesota for large Chicago juvenile shoe house. 
Man with shoe store supply experience preferred. 
Liberal proposition. Write at once. Address 
C130, onre Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


@ALESMEN with following in shoe trade to carry 

as a side line ladies’ shoe buckles, steel and imi- 
tation jewelry, high grade. Commission basis. 
Address K320, care Boot and Shoe Recorder, 127 
Duane St., New York. 


WANTED— Salesman for New York, Michigan, 
Minnesota, Wisconsin, No. and So. Dakota, 
Nebraska, Arkansas, Kentucky and Tennessee. 
We have established trade in each State. Please 
do not apply unless you have had selling experience 
in these States. Cues Shoe Company, 530 At- 
lantic Ave., Boston, Mass. 


ALESMAN WANTED—For high-grade ladies’ 
turn shoes, Brooklyn make. Must have an old- 
est, South or Middle West. 











established mw ey 
Good opportunity for the right party. Please give 
full particulars in your first letter. Address C131, 
care _ and Shoe Recorder, 207 South St., Bos- 
ton, 


ALESMAN WANTED—With established trade 
in Ohio, to carry on commission basis, as a side 
line, our serviceable line of Rgperent sandals and 
children’s Pied Pi shoes. We make and carry 
goods in stock. None but first-class men will be 
considered. Address, with full particulars, Mara- 
thon Shoe Co., Wausau, Wis. 


WANTED —Live-wire, experienced shoe sales- 

men to carry line, six samples in stock, choco- 

late veal dress welts. 6 per cent commission, paid 

on shipments. Give full details and territory 

wanted, and whose line you now have. Address 

C132, » cage Boot and Shoe’ Recorder, 207 South St., 
ton, Mass. 


‘QIDE-LINE SALESMEN—To sell on 1 good basis 

highest-grade line of shoe cleansers and dress- 
ings. Short line—liberal selling arrangement. 
Write today. Solvol Products Corporation, 213 
Milwaukee Ave., Chicago, Il. 


GALESMAN | for factory line of girls’, misses’ and 
children’s welts and McKays for Dakotas, 
Montana, Washington and Oregon. Quality line. 
Salary and commission. Only salesman with es- 
tablished trade considered. - references and 
full information in first letter. pply Kalt-Zim- 
mers Manufacturing Company, mire aukee, Wis. 


WANTED— Experienced, live-wire salesmen for 
Men’s high grade Chocolate Calfskin, In- 
Stock Specialty Line, Straight 6 per cent com- 
mission Following territories open:— 
Virginia, Florida, Georgia, Idaho, lowa, Kentucky, 
i? Pennsylvania, Tennessee, Montana, 

ag: ing, Indiana, Nebraska. Address C- 
Ihe i89 Madison St., Chicago, Ill. 


LARGE Eastern jobbing = fm nomen 
house wants six high class salesmen with 
established trade for e following territories: 
Wisconsin, lowa, Western Pennsylvania, Alabama 
and Mississipp:, Louisiana’ and Indiana. Have 
also some Mid+le West territory. 
nity for the right man. Address C94 
Shoe R ler, 207 South Street, Boston, Massa. 
GHOE SALESMAN to sell as side line a hi grade 
overgaiter. New York and suburbs. Parisien 
Overgaiter Co., 131 W. 14th St., New York City. 

















\ 


Only man with proven abiiity considered. 
at replies treated strictly pe meer y. Address 
C100, care gy and Shoe Recorder, 207 South 
Street, Boston, Mass. 


GALESMEN— For medium priced line of McKays, 
Little Gents’, Youths’, Boys’, Men; also g 

line of work shoes; territory, . Indiana, Dlinois, 
Missouri and Iowa yowy comm: mnsien. straight or 
side line. The oy Shoe Mfg. Co., Ashland, Ohio. 











SALESMEN’S 
CO-OPERATIVE PLAN 


The strongest line on the market of Chil- 
dren’s and Growing Girls’ Guaranteed 
Dress Welts and New Method Play Shoes 
are going direct to the retail trade. A few 
terri are open. Must be high- 
caliber satesman with established trade. 
Nothing but real producer need apply. 


Liberal commission. ive plan. 
Line s composed of 60 samples. 
Eighteen numbers on > 


another short line. Give full references, 
ray on Fe at fidenti i. Address 
nm it letter. mi! ntia 

C125, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











Salesman Wanted 


To sell a short line of high grade turns to 
large department store trade. An ex- 
ceptional opportunity for a high class 
man. Address C92, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 














SALESMEN WANTED 


Have several seg for yn pewter 
experienced salesmen who will we 
ciate fast-selling, popular-pri ine 
women’s welts. Drawing account will 
Territory of 
New Jersey open. Consideration will 
be given applicants for any other ter- 
ritory that may not be covered. Ad- 
dress K318, care Boot and Shoe Record- 
er, 127 Duane St., New York. 


be given to those worthy. 











HIGH POWERED 
SALESMEN WANTED 





THE 
MARION 
SHOE 
The Marion program ry expansion calls 
for better-th 1 > who 
have a J of Kliehad hk + 





on men’s high-grade shoes in the fol- 
lowing territories: Towa, Kansas and 
Nebraska, Michigan, Wisconsin and 
Minnesota, No. Dakota and So.Dakota, 
Oklahoma, New England. The Marion 
selling proposition is regarded as a very 
strong one by those who know it. It 
appeals to the best stores. To the right 
men we offer a future such as few sales- 
men ever get. Add . in fid: 
Sales Manager, Marion ‘Shoe Co., Mar- 
ion, Indiana. 




















LIVE-WIRE SALESMEN 


WANTED BY A 


LIVE-WIRE HOUSE 


Boston wholesale house, selling one of the 
strongest lines of women’s specialty footwear 
made, wants a ber of sal who are 
proven business-getters. Practically all terri- 
tories are open. Applicants please state fully 
in their first letter previous experience, amount 
of sales, territory familiar with, and referenecs. 
Address in all confidence, C133, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














HELP WANTED 


GALESMAN—We want an experienced 

shoe man to represent us in Virginia 
and North Carolina—one who has es- 
tablished trade on medium-grade foot- 
wear. Our line is strong and well in- 
troduced. Headquarters, Norfolk. 
Good proposition to right man. Write, 
stating full particulars, age, house rep- 
resented, of busi > @te. 
Confidential. Nath’l Fisher & Co., 
New York. 


























FOR SALE 





Fo & ae I mm shoe stock, owing to ill 
The pa owner started 
this oe 3 he ey ago with 45c. It has been a 
winner the time, vn the ala pie 
exclusive shoe stocks in the Inland J 
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FOR BIG 





St., Boston, Mass. 





A REAL OPPORTUNITY 


[F 

c 

Ww 

a For Sale—A SHOE STORE established in 1909. Sales for 1920 will 
& run two hundred thousand or more. Located in the best town in 
iy the best and richest oil-producing county in the best state (Okla- 
i homa) in the country. Reason for wanting to sell—other interest 
a requires entire time. Stock will invoice $50,000. Can be reduced 
fi if buyer wishes. Exceptionally clean, high-grade merchandise. 
lA No cheap shoes. Beautifully equipped store. Nothing in the coun- 
a try just like it. Long lease. Reasonable rent. Proposition is for 
i Cash Only. Do not investigate unless you are interested and have 
z] the money. Address C126, care Boot and Shoe Recorder, 207 South 
fh 
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FOR SALE—Connecticut shore town shoe store, 
with $3,500 good, clean stock. Best repair- 
ing business in town. Averages $350 per month. 
Owner has worked himself sick. Enoteve one man. 
Will sacrifice for quick sale. dress C129, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 
A RARE CHANCE—Desiring to retire, I offer 
for sale one of the best ipped and ‘choicest 
located shoe stores in a city of 50,000 inhabitants. 
This is an old shoe et nd aa doing a a spleniis 
business, sellin: a4 $100,000.00 last Will 
show interes the books. Ad ol C123, 
care Boot and Shoe | ecorder, 207 South St., Bos- 
ton, Mass. 
FOR SALE—A clean stock of shoes and store 
fixtures in a — town of 8,000 in Western 
siness. Good reason for selling. 








207 South Street, Boston, Mass. 


LINE WANTED 


wa by_ sales representative in Jackson- 
ville, Fla., lines of men’s, women’s and chil- 
dren’s shoes for Florida, Georgia, Alabama, North 
and South Carolina, on commission basis. Have 
established trade and extensive personal acquaint- 
ance, backed by efficient sales organization. Best 
references supplied. Address K322, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 


WANTED a line of men’s work shoes to sell the 
merchants of Texas. Have an esta ed 
trade. Address C116, care Boot and Shoe Re- 
corder, Boston, Mass. 














WANTED TO RENT 








FOR SALE—Exclusive shoe store in live West 
Texas Oil Town of 20,000. Stock at present 
invoices $15,000 and doing $75,000 per year. 
Absolutely the cleanest and most up to date stock in 
the state and offers a live wire a wonderful op- 
portunity to get lined up on real money makin; 
proposition. Present owner has large oil an 
mercantile interests outside the State that mes 
his attention. $8000 in cash and the balance ii 

bankable ane, notes will handle the deal. 
Address Box 585, Ranger, Texas. 








POSITION WANTED 


} oe meg shoe man, foot specialist, graduate 

three schools, desires a position in Bos- 
ton. Wishes to finish night co! Mar- 
ried. Excellent references. Address ss C138, care 
— and Shoe Recorder, 207 South St., Boston, 








FOR RENT 
SHOE DEPT. 


We have for rent, in popular 
price Ladies’ Specialty Shop, 
enough space for Ladies’ and 
Children’s Shoe Dept. 


Store is located in very heart 
of Phila’s retail district. Apply 
Mendall’s, 1009 Market St., 
Phila., Pa. 

















OsITION wanted as buyer and manager of shoe 
department. My connections have been with 
medium and nigh grade we pag « in this ca- 
pacity. 0 years of References ex- 
changed. Address C127, care t and Shoe Re- 
corder, 207 South St., Boston, Mass 








HELP WANTED 





WANTED—Competent shoe-fitter and window 

Must be progressive and have ini- 
tiative. .. State age, experience, references and salary 
expected. Only high-class man apply. Weschler 
Company, Erie, Pa. 








MANAGER WANTED 


OFFICE AND CREDIT MANAGER for shoe 
factory—To have co oversight of credits 
ant accounts, and be to — and handle 
ully the entire sales office department. 
‘Address C108, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











WANTED TO PURCHASE 











A Milwaukee manufacturer of high- 
grade everyday shoes will have room for an 
porte 24 New Jersey, New York and 
Maryland this The I of 
busi blished is too great for 
one man to handle. Good prospect for 
hustler on commission basis. Address 
C103, care Boot and. Shoe Recorder, 207 
South Street, Boston, Mass. 














DO YOU CONTEMPLATE 


Retiring ee eae out of business? 
ior your entire or surplus 


stock of shows. es term to ram taten 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 
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OFFICES IN 


BROCKTON OFFICE: 224 Moraine St., Geo. W. 

. Hill Telept 
CHICAGO OFFICE: Jeo) est Madison St. Tele- 
st. LOUIS | OFFICE: 1627 Locust St. “B. C. 


Bow 
NEW YORE OF FICE: Room 102, Graham Bldg., 
ra Sng A. wa; Walter Scott, Manager. 


Telephon orth. 
PHILADELPHI TA OFFICE: 929 Chestnut St. H. 


Wal Mana 
HAVERHILL OFFICES E Chamber 4 Commerce 
a. Haverhill National Bank Bldg. Geo. 


M 
CINCINNATI OFFICE: 501 First National Bank 
cis. ox C. Bowen, Manager. Telephone 


ROCHESTER OFFICE: 609 Powers Bldg. 
penmene ne L. Seward, Western New York Rep- 
tative. ‘ig wt Stone 6314. 
LYNN OFFI CE: A. Gannon 
MILWAUKEE OFFICE. B.C. Bowen, Maneee- 
Paris Office: 2 Rue des It L. Hub 








M 
London ice: John C. Tae Manager. Man- 
sion House c. 


ARGE EN TINA: Buenos Aires, “Rivadavia, 2721, 
P. Sabazzini, Gerente. 
BRAZIL: Leon Comb » Ruaide 
Alfandega 204, Rio de Janeiro 
= cB Santiogo,, Las Las Rosas. 1123-1127, Otte 


CUBA Mr. H. aS. O. Box 422, Havana, 


Cuba. 

SPAIN: ——. Leoncio de Miguel, Librero- 
Editor, 20 Fuencarral, Madrid. 

MEXICO: Gerente, Carlos Elizondo, 4a Del 


Cipres 117, Mexico, D. F. 
Japanese ice: Yokohama, J. F. Wagen, 


anager. 











WANTED TO PURCHASE 





We Buy for Cash 


etai 
z urplus tocks, 


NO QUANTITY TOO LARGE 
We also chase entire stocks 
from retai or manufacturers. 
Send us particulars of what you 
have for sule. 

rt Term Leases Taken 
We pay Highest Cash Value. 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Ma 
pag ve meron” New ae N. 

















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats. furnishing goods, etc. 
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At these prices any 


of the styles we 


investment. 


They are practically all 
good staple numbers 
that are more or less 
constantly in demand. 


Remember too that 
these shoes are all made 
on the established 
Parker Holmes stand- 
ards that assure value. 


You take no chance of 
disappointment when 
you order from 


“The House 
That Helps” 
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Here Are Oxford Styles To Meet 
Most Any Demand--In Stock 





show here are a good © 





Stock Style X 2187 


Pptent Ca ae Cleo Pum mp, F Flexible McKay, Imt. 
urn, ther Louis 
~~ 2% ak B, C, D 


Price $5.35 


Stock Style X 2182 


Mahogany, Calf Oxford, McKay Sewed, Half 
Sole, 13-8 Military Heel. 
izes: 214 to 8, B, C, D 


Price $5.80 
X 2185—Same in Gun Metal ......... $4.85 


Stock Style X 563 
Mask Vici Blu. Oxford, Goodyear Welt, 11-8 
eel. 


Sizes: 214 to 8, B, C, D, E 
Price $6.25 


Stock Style X 2176 


Patent Colt Oxford, Flexible McKay, Imt. 
Turn, Leather is Heel. 
Sizes: 2% to 8, B, C, D 


Price $5.00 


Stock Style X 2177 
Patent Colt i Flexible McKay, Imt. 
ae hy is Heel. 


Turn, 
Sizes: 23 to 8, B, C, D 
Price $4.75 


X 2180—Same in Dull Kid............ $4.75 


Stock Style X 562 


Black€Vici Oxford, Goodyear Welt, 12-8 Mili- 


tary Heel. 
Sizes: 24 to 8, A, B, C, D 


Price $6.25 








Parker Holmes and Co., - “ 


Boston, Mass. 
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Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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LOOK ’EM OVER! 













Grasshopper 
AY, 
Hee @ 
Q 
z y 
Martha Lome 
Washington HONORBILT Honorbilt 


For Your Convenience During 
the Market Season 


Mayer Honorbilt Shoes will be on display for your inspection, at 
Room 201 Southland Hotel, DALLAS, TEX. 


and 


Bush Terminal Bldg., 130 W.42" St, NEW YORK CITY 


Visit either of these display rooms. See the quality that 
has made the HONORBILT line a big seller everywhere 


QUAL'TY, 


F . Mayer Boot & Shoe Co. 


MILWAUKEE 




















“Vou 


‘The Leather 
for Fine Shoes 


/ 


“Yes, Madam, these shoes are made of 


Vode Kid.” 


The salesman needs to say nothing more regarding the 
leather. His customer immediately remembers the pic- 
tures she has seen in her favorite magazines—pictures of 
beautiful women wearing shoes of Vode Kid. And now 
when she sees that this leather actually lives up to its 
description, she says at once, “I’ll take that pair.” 


Merchants who are now selling shoes made of Vode Kid 
and those who wish to—would do well to write us regard- 
ing our Dealers’ Service. 


Stanparp Kip Manuracturinc Co., Boston, Mass, 


Branches in New York, Philadelphia, Rochester, Cincinnati 
Chicago, St. Louis, and Montreal 





| 
| 
| 
| 
| 
| 
| 
' 
| 
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‘“‘Rather and the Boys’’ 
Happy in “Streeter” and “O’Donnell” Shoes 


This one is a Beautiful Dark Brown Kippy Calf, 
English Bal, St. Clair Last 


A Wonderful Fitter 


Goodyear Wing Foot Rubber Heels, Felt Lined 
Tongue, Channeled Oak Sole 
Finest Construction Throughout 
B, 6-10; C, 6-10; D, 5-10 


Price $7.00 


Our Boston office,*207 Essex Street, Room 420, 
will be open every day all Summer, when the fol- 
lowing salesmen will be on hand to meet visitin 

retailers—James E. Wall, Albert Doyle, Fran 

A. Huetter, Elliott La Montague, Jack Gilles, 
John Fitzgerald, Ed Streeter. 


Wall, Streeter & Doyle Co. 


NORTH ADAMS, MASS. 


Boston Office - - - - 207 Essex Street 
Detroit Office - - - = 407 Temple Building 


Union Stamp 
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Style 


is Always 


Salable 


[N these times of uncertain- 

ty, there is one comforting 
thought—women will still wear 
shoes in 1921. 


Furthermore, they will wear ex- 
actly what they think is the 
right thing, regardless of bank 
loans, tight money, taxes or nor- 
mal reconstruction. 


The stores that decide right on 
style for next season will do their 
usual, profitable business, and 
the shoe manufacturers whose 
samples are in accordance with 
style tendencies will be 

as busy as ever. 


Now what is it that 
smart women will wear? 


Consider these facts. 


shoes and costume. Europe has 
altogether accepted this idea, and 
women who go abroad during the 
next year will know it. Europe 


strongly advocates color harmony. 


The first question that the big buy- 
ers will ask of factory representa- 
tives is, ‘Are you making a good 
showing of Colored Kids?” The 
best opener a salesman can use is, 
“Come up to the sample room and 
look over our line of Colored Kids.” 
At last we have a buyers’ market. 
From now on the successful manu- 
facturer must sell—must utilize every 
force and every influence 
he can find to promote the 
sale of his product. 


The dominant selling idea 
for 1920-21 is Color Har- 


mony. 





For a number of years well- 
gowned women have sought 
for color harmony between 


Write to us for swatches 
showing the new color range 


of F. B. & C. Kid. 


FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 


FORMERLY F. BLUMENTHAL & CO. 


Wilmington 


Del. 
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SPARTAN 
CALF 


This new medium brown shade is 


J * demand 


or 












leathers 






having a steadily increasing call 
Color 32 from makers of the highest grade alw avs 
Medium Brown shoes. It is accepted as the new y 
1{(Smooth) . brown shade, and should be sampled s h Ows 





in order to be appreciated. 


which 
way 
the 
style 
winds 






ey could oF — 
an the continued demand for this 
Colo r 3 3 famous color originated by us. De- 

Tony Red spite predictions to the contrary, 


(Smooth) we are still having large and steady 
orders for Tony. 









Practically all our business on board- 
Tony R ed ed leather is on the Tony Red color. 
Nothing seems to please our trade 

(Boarded) so well for a boarded stock. 


CRESCO 


The old reliable. Year by year we make more of it for 
winter shoes. It seems an accepted trade fact that 
CRESCO is the only waterproof leather that takes a polish. 


CREESE &COOK CO 
comectieneD 


a CREATORS OF NEW CALF LEATHERS 





UU OLUIUOLIILelIieniiiiiiiieniiiiiieliiiiiiiiel iit OMe TTI MTT eliiiiiiueliiliiiiueniiiiiielliiiiiien iii eLTTT 





TANNERIES SALES ROOMS 
DANVERSPORT 95 SOUTH ST. BOSTON 
WOLFENSTEIN s SHANAHAN ae 
sew roan ees | x A 
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School Shoes for School Days 


MANY FACTORIES HAVE BEEN CLOSED DOWN THIS SUMMER, THEREFORE 
YOU WILL FIND OUR STOCK DEPARTMENT A HELP IN SIZING UP. 


STITCHDOWN BOOTS-ROMEOS-SCOUTS 


5-8 814-11 114-2, 24-6 6-11 


1256 —Black Elk Scout $2.15 
1256H—Black Elk Scout, heel. . $2.65 $3.25 $3.85 


1266 —Mahogany Elk Scout. . 2.15 
a Elk Scout, 





2.65 3.25 3.85 


40 ae Kid <a dbl. 
2.90 


41 
2.90 


320 —Tan Lotus Button 
320H—Tan Lotus Button, heel.. 


235 —Tan Lotus Blucher 
235H—Tan Lotus Blucher, heel.. 


245 —Black Calf Blucher 
245H—Black Calf Blucher, heel.. 


285 —Smoke Blucher 
285H—Smoke Blucher, heel... . . 
385 —Smoke Button 
385H—Smoke Button, heel 

300 —Black Kid Button 2 
300H—Black Kid Button, heel. . 
302 —Patent Button 
302H—Patent Button, heel 

301 —Gun Metal Button 
301H—Gun Metal Button, heel.. 


265 —Mahogany Elk Blucher. . 
| oSH—Mahesany Elk Blu., heel 


0300 —Black Kid, Kack Button 
0303 —Brown Kid, Kack Button 


McKAY BOOTS 
5-8 844-11 114-2 
311 —Gun Metal Button, wedge $2.00 $2.35 
311H—Gun Metal Button, heel $2.35 $2.75 
313 —Patent Button, wedge 2.35 2.75 
313H—Patent Button, heel 2.75 3.15 


410 —ie i Polish, Medium High . “ 
2.10 2. 
410H—Gun Motel olish, Medium High oss 


1410H—Gun- Metal Folist 7~ 308 High 
Cut, heel, 


412 —Patent Polish, gee High 





2.45 
412H—Patent Polish, Medium — Cut, 


YOVOOLS NI 


* 1414H—Brown Polish, Medium High Cut, 
heel, English toe 


HAGERSTOWN SHOE & LEGGING COMPANY, INC. 
HAGERSTOWN, MARYLAND, U. S. A. 
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CHILDREN’S RL a ON OUR POPULAR 


PEGGY LAST 
Patent Chrome, Dull Top, Plain Toe. 
No. 7504—3 to 8. Wedge Heel............. $2.50 
No. 7505—1 to 4. No Heel................. 2.15 


Patent Vamp, Dull ae Button, Peggy Last, 
urn 
No. 7504—3 to 8. .$2.50 No. 7505—1 to_5. .$2.15 





Genuine Fat Baby, Vici Pat. Tip, Button, Turn 
No. 7127—2 to 5. No Heel........ $2.20 





Tan Vici yy ¢: Tip, Lace, Lenox Last, McKay 


ee rrr ee ae eee $4.25 
No. 7801—8 4% to 1 | FR eo SE eee 3.75 
ee | Soe ee 3.25 
Tan Side, Pony Cut, Tip, Lace, Lenox, McKay 
SS ee ere are aaa $3.85 
Oe aE iy pe ee ee 3.40 
ee Se ere 2.90 











YOU CAN COUNT ON THE 3W’S LENOX LINE 


There is a dictionary on our office desk, from which one word has 
been crossed out—guesswork! We never use it and it is only in the 


way—hence the elimination! 


When you stock the 3W’s Lenox line you don’t guess they will sell! 
You know they will be bought as always! 
Our only suggestion is immediate action! Labor Day, the begin- 


ning of the Fall season, is almost here. 
vacation period must be replaced. 


A word to the wise! 

















Philadelphia, Pa. 
35 South Second St. 


Weimer, Wright & Watkin Co. 


Manufacturers 
STOCK DEPARTMENT 


__ _New York 
Bush Terminal Sales Building, 42nd and Broadway 


Shoes worn out during the 
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The All-Weather 
Tread—.and the 
Plymouth Heel 


S with an automobile tire 
where the all-weather 

tread gives an assurance of 
longer wear and good trac- 
tion— 
So with the Plymouth Heel. 
Note the rugged, sturdy ap- 
pearance of the heel. Nothing 
freakish—nothing faddish— 
yet it conforms to the popular 
idea of what a good rubber 
heel should look like. 
Anyone seeing a pair of shoes 
with Plymouth heels attached 
is bound to think more of the 
value of those shoes. Another 
reason why a part of your stock 
should be well-heeled-by-Ply- 
mouth. Your manufacturer 
will be glad to supply you. 


PLYMOUTH RUBBER CO. 
FACTORIES—CANTON, MASS. 
General Sales Office 50 State St., Boston 


PR 





A 
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GLAZED KID 


Unfailing Satisfaction 


T is the experience of the trade 
that Kosmo Kid can be depended 
upon to give the kind of service that 
inspires public confidence in a store’s 
merchandise. 


This fact alone is responsible for the 
ever increasing call for Kosmo Kid. 


Have you tried some in your shoes? 


L.AGOOS &CO, Ine 


68-72 SOUTH ST BOSTON, MASSACHUSETTS 





TANNERY LYNN, MASS. 
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CORDOVAN 


esa will be a big, cordovan 
demand for Fall and Winter. 
Thompson’s Cordovan has become 
famous throughout the retail trade 
for a smooth, bright finish which 
will not grow dull, All Thompson 
Cordovan shoes are cut from selected 
shells. Special finish. Anticipating, 
the demand for Fall, we havein stock 


Ge 
CG 

















xo) 


for immediate shipment, Men’s Cor- 


dovan Brogue Blucher Oxfords; IN STOCK 


sample from stock or regular line on a a a a 
pson’s Brogue Last. Perforated Wing 
a eel Foxing. 


AL 


request. 


Se) 


HOMPSON BROS..SHOE fo 
MEN’S FINE SHOEMAKERS - 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 South Dearborn Street 
Address all communications to Breckton (Campello), Mass. 
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|| | THE MENZIES SHOE CO., Milwaukee, Wis. 
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450 Merchants in 30 Days said, “I Want the 


Menz ‘Ease’ Testimonial Advertising 








Plan in My Town” 





These merchants realized that 
here was a plan admirably 
adapted to any size town---a 
plan that would sell shoes. 


It is based on the old testimonial 
plan and the idea that a satisfied 
customer is the best man to rec- 
ommend a pair of Menz “Ease” 
shoes. 


It has brought big returns to 
merchants in the past---is doing 
it today and will do it for you 
tomorrow. 


The booklet illustrated “How 
Van Allstine Sells Work Shoes” 
tells the whole story. Write for 
it---it's free and no salesman 
will call on you unless you re- 
quest him. 


The Menz “Ease” men are out with the new 





season’s line of work and semi-dress shoes 





This season the Menz “Ease” line consists of the old standby 
quality work shoes, sweetened by the addition of Semi-Dress shoes 


at an interesting price. 


The Menz “Ease” man will call if you say so --- a postal will do. 


THE MENZIES SHOE CO., Milwaukee, Wis. 
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—A SUGGESTION 








NO BBY 
BROWN PASTE— 
for all shades of 
brown shoes. Once 
you put this paste 
in stock, you'll be 
like everybody else 
who has ordered 
it—you’ll repeat on 
it. It’s one of 
the best sellers in 
our line. 

For Red or Ox- 
blood there’s the 
same size package 
of PEERLESS OX- 
BLOOD PASTE. 








Ask your jobber salesman or write us for complete catalogue 


WHITTEMORE BROS. CORP. 


BOSTON, MASS. 
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Bathing suits are selling 
better today than ulsters— 
light white footwear better 
than rubber shoes—but it 
is not always going to be 
Summer. 

During the Fall and Win- 
ter days you'll be doing a 
90% business on black and 
tan shoes. 

Demand for shoe dressings 
will then be strong. 

Sales depend on the size 
and character of your stock. 

It is our suggestion, based 
on a wide experience with 
present day shipping condi- 
tions, that the buyer who 
covers himself now will be tak- 
ing profits while the “hanger 
off’ is waiting for them. 

Business success lies in do- 
ing the right thing at the 
right time, so don’t delay 
ordering your supply of 
Whittemore’s polish for Fall 
and Winter selling—znow. 
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SEZ 


ATLAS KID APOLLO KID 
ACHILLES KID 


ALL POPULAR UP-TO-THE MINUTE SHADES 


WE ARE THE LARGEST MANUFACTURERS OF SEMI 
CHROME LEATHER IN THE WORLD 


VIGORY BOARDED KIPS EBONY CAGRETTAS 


AGENTS IN ALL CAPITAL, and SURPLUS 
PARTS OF THE WORLD OVER *1,000,000 


2) 
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There are two ways which a shoe factory can go—ahead or back- 
ward! If they choose to manufacture shoes that will not stand 
comparison with other footwear of the same grade, they will 
naturally go backward and eventually go out of business! If they 
choose to manufacture shoes into which all the thought and 
knowledge of years goes, naturally they will go ahead! 


Se SH cH 
We_have chosen to go ahead! 
a a.) 


Every worker in our organization has one thought in mind always! ‘“‘How can 
I best utilize my working hours so that the product which I turn out will be a 
source of personal pride, not only to myself but to every one of my fellow 
workers?”’ 
se SH 

Just an instance. One of our workers, with his own interest and that of the 
organization at heart, suggested we use high grade fibre counters instead of 
leather. They would be more economical, and would give just as good wear. 
We tried out his suggestion and the results have been very gratifying! 


se ce 
In the same way our workers have suggested jthe use of certain sole and 
upper leather, findings, laces, etc., so that today when our shoes are in 
process every one of our organization feels that nothing but the best wark 
is worth while. 

SH cH tv 
Our trade mark at the top of the page is a symbol of contentment, good work- 
manship and material! You can readily see why our shoes must mean real 
value to the workers, the merchant and the wearer! 


se cH 
We would suggest you call upon us while in Harrisburg, or if that is impossible, 
write us that we may tell you more about our line. 





Che Rarrishurg Shoe Mig. Us. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSZS SHOES” CHILDRENS SHOES 
OF VALUE 


. 
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Kallman 
GUARANTEED WEIGHT 


SHOE LININGS 


| KALLMAN 
Linings do give 
shoes greater 
| wearing efficiency, 

















for guaranteed 
weight means 
greater all-round 
strength. ¥ & @ 
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Samples 
may be had upon 


request. 


ulius Kallman Company 


Boston Cincinnati 






































sentimental 


a 


KING TWILL ~ GUARANTEED 2 YD. 
































































































































fine shoe [itung 


CADD a distinctive quality 
factor which stamps your 
product unmistakably. 
G, Superb in wear and 
appearance we recom- 


mend De Luxe Lining 
to high class trade only 


“Know It By The Weave” 
In Two Colors : White & Natural (ecru) 


SAMPLES SENT UPON REQUEST 


G ulius Ka Umean Company 


- Boston . .. Cinetnnart 
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Stock No. 810—Panama Last, = Stock No. 520—Winchester Last, 
vana Brown Kan Blucher, Sin Single Calf are Throat Bal, Heavy 


Sole, Regular H Sizes and Wid le Sole, Broad Heel. Sizes and 
A to D, 5% toll. idths: A to D, 5 to 11. 


HIGH CUTS READY 
UNBRANDED — PLAIN CARTONS 


aS 


Stock No. 510—Corsair Last, Seock, © . 820—Oh ry Last, Black 
Calf Varsity Bal, Hea Test, ey Scent Mesemeen al Single Sole, 


Broad Heel. Sizes and Widths: A to Regular ery" o and Widths: A 
D, 5 to 1l. to 5% tol 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
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BILL FERGUSON 


has been rough-rounding 
Regal Shoes for 11 years, 












































easter 
Aegal Frtisar 


ELIABLE CRAFTSMEN are all of these men— 
proud of their skillful work and their peerless 
product. 











NOWHERE IN all America is a group of such master 
shoemakers to be found; New Englanders are they, 
at heart and skill, building superior footwear—setting 
the standard locally, nationally—true, internationally! 
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Yn Stock ~ at Boston 


Brown Kid Bal; 12 Square 
Sole; 8-8 Rubber Heel; In- 
visible Eyelets to Top. 


Stock No. Price Code Word 
RELIABILITY is a word that denotes a service, in our — ~ men 
opinion—especially when one speaks of our IN-STOCK 
SERVICE. 
HERE IN the great Regal orgnization is sustained a° 
large In-Stock Department that knows the true mean- 
ing of “Reliability.” 
YOU WILL find, as have hundreds of Regal Agents, that 


dependable In-Stock Service is most welcome in the suc- 
cessful conduct of your shoe store or department. 


OUR Sales Promotion Department Will be pleased to go 
into more details with you regarding the profitable Regal 
Agency Plan. 


Sales Rooms 


CHICAGO SAN FRANCISCO NEW YORK CITY 


209 South State St. Cor. Fourth and Market Sts. 1369 Broadway 
1512 Republic Bldg. 910-912 Pacific Bldg. (at 37th St.) 
J. Gaffin C. E. Nelson E. M. Webster 


Wain fice Boston Wass. 
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Confidence that has been 
in the making since 1859 


ONFIDENCE—the greatest of all busi- 
ness assets—has been responsible for the 
large, steady growth of R. P. Smith & 
Sons Co., until now, it is one of the 
largest organizations of its kind in the 
country. , 


Confidence built up through honest value 
giving, dependable service, promises that 
have been kept, service that is in sympa- 
thy with our customers’ needs and a thor- 
ough understanding of the requirements 
of our trade. 
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For these reasons thousands of shoe mer- 
chants depend upon R. P. Smith & Sons 
Co. for their stocks of shoes for men, boys 
and youths, for women, misses and chil- 
dren, comfort shoes, dress shoes, novelty 
shoes, infants’ soft ‘soles and shoe store 


accessories. 


Those merchants who measure their deal- 
ings by the rule of confidence are always 
fortunate in their purchases. 


The prestige of R. P. Smith & Sons Co. 
—as a result of 61 years of progress—is 
especially significant to the trade this 
season. 








R. P. SMITH & SONS CO. 


Manufacturers of Shoes 


Kingsbury, Huron and Roberts Streets 
City Sample Room, 20 S. Wells St. 
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HE surface appearance of your 
shoes can make a big difference 


in your sales. 


If {NAVONOD CALF is used in 
your orders you may be sure of your 
trade’s appreciation. It will give that 
“outward evidence of quality within” 
that cannot be mistaken. 





DONOVAN BROTHERS, INC. 


44-46 SOUTH STREET BOSTON 
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AUGHAN'S Ivory Sole Leather is 

appreciated by wearers of the better 

class of white footwear, because 

The Sole Tiicaay A am) they know from experience the 
Elly = edges of their soles and heels will not 

That 4 crack or peel under any condition 
Has Made of actual usage. Being white clear 
through it requires neither paint nor 


White Shoes spray in finishing. 


Staple. Customer satisfaction means everything to the shoe 
merchants who cater to the needs of their particular 
trade. Being genuine itself Vaughan’s Ivory gives the 
merchant a chance to not only insist upon it when or- 
dering white shoes but also to recommend it to cus- 
tomers who rely upon him to select their footwear. 


As long as the shoes wear, Vaughan’s Ivory keeps its 
fresh, white look, is distinctive in appearance and—— 


Costs No More Than Other Good Sole Leather 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 
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COMPLETE 


—this marks the CARTER- © 
CHICAGO Line for the 
forth-coming season 





HOE merchants who now carry 
the CARTER-CHICAGO Line 
are familiar with the styles, val- 

ues and unusual service that distin- 
guish this line of men’s fine welt 
dress shoes. 


This season we are better prepared 
than ever before to meet the require- 
ments of every class of trade. 

















In addition to the STANDARD- 
IZED PRINCIPLE which will al- 
ways be maintained as a part of our 
service—giving you the advantage of 
a large in-stock department on all of 
our popular lasts—we are now 
equipped to build shoes to the indi- 
vidual requirements of the trade. 


Any style or pattern that is favorable 
in your locality can be incorporated 
in your orders—and the values that 
you will receive in these shoes will be 


as noteworthy as those represented 
in our STANDARDIZED Line— 
which thousands of merchants recog- 
nize as incomparable. 


The above trade-mark, too, will ac- 
company all our Chicago-made shoes 
wherever desired—a mark that we 
will strive rigidly to merit by build- 
ing into our shoes all the fine points 
that make Chicago men’s shoes 
known all over the world for high 
quality. 


CARTER-CHICAGO men are now calling on 
the trade with samples of ‘“‘ The Quality Lasts”’ 


Write or wire for salesman 


J. W. CARTER CHICAGO CO. 


CHICAGO, ILL. 


Specialty manufacturers of Men’s Fine Welt Dress Shoes 


SALESROOM 





833 W. CHICAGO AVE, 
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REG.U.S.PAT.OFF 


Manufacturers of quality shoes 
recognize the advantages gained 
by using 


RUEPING’S UPPER LEATHER 


made in 


CALF, KIP AND SIDES 


Mellow, firm, tight break, well 
worked out, and uniform standard 





of selection 














Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 


— BRANCHES — 


CINCINNATI MILWAUKEE ST. LOUIS 
CHICAGO SAN FRANCISCO 
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HE reason why we have the best 
T Mary Jane proposition before the Wholesalers 


trade is because we specialize and con- Make sure of getting 


centrate upon making enough of our Mary 
Janes for next season 


More Mary Jane Ss by ordering early. 
Still Better Mary Janes 
Lower Priced Mary Janes 








Retailers 


If your wholesaler 


° doesn’t carry them ask 
Everybody who wanted them couldn't as fei dix aaah 


get them last season. Therefore order —_jearest one elles on 
yours early, while we can surely take MARY JANES 
care of you. 











Lyons and Hershenson, Inc. 
Chelsea, Mass. 


207 Essex Street 





Boston Office 
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THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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POVERTY 


might’ force a person to buy the lowest priced shoe obtainable: but such a shoe could never 
be considered cheap. As a matter of fact, the chances would be strongly in favor of its being 
avery expensive piece of footwear, when the service it would give were taken into considera- 
tion. 


Spree SAS TS eee 
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Nobody with judgment, and a reasonably full purse, would hesitate in making a choice be- 
tween such a shoe and one which gave assurance of a full measure of service for every dollar 


of cost. 
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What is true of a shoe (as a whole) is true of every part. 


An inferior lining, though low in price, is bound to be an expensive lining, in the end: 


ere ene 
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Everybody knows that a poor lining will spoil an otherwise good shoe. 


Then why, in what purports to be a goed shoe, use anything less good than the best? Every 
degree of inferiority at this vital point, adds several degrees to ultimate cost. Considered 
from this angle, and within reasonable limits, first cost loses its significance altogether, 
assuming always that a fair value is represented. 
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DOUBIET WILL 


SHOE LINING 


W. H.HOLBROOK 207 SOUTH SIT. 
COMPANY 


YZ 
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gives assurance of full value in the best shoes, by eliminating premature deterioration and so 
reducing ultimate cost. 


In attractiveness, as well as durability, it contributes to the value of a shoe, and there is no 
footwear made, however fine, which will not be enhanced in value by the use of it. 


Looked at from the standpoint of general efficiency, its cost fades into insignificance, and 
one recognizes the actual economy tor the consumer, and the consequent increase in the 
Good-Will of the distributor, when a lining of this calibre is used. 


**‘DOUBLETWILL”’ Shoe Lining Is Made 
In Bat One Quality. It Is Sold Only 
by W. H. HOLBROOK COMPANY. 
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BARKER 
BRAND 


SHOES 
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A SMALL line, but a big trade builder— 

that’s the specialized Barker Brand 
Line of work shoes. In this line the various 
features necessary to supply the full range 
of work shoe requirements are crystallized 
into the smallest possible number of shoes. 
Result: stocks are turned quicker—less 
money tied up—more profit for the dealer. 
Write for catalog showing complete in- 
stock line. 


No. 464—Illustrated 


above — Chocolate. 
Lotus Soft Tip Blu-' 


cher, Drill Lined, 
Goodyear Welt, 
Munson Last, B, C, 
D and E widths. 
Sizes 5 to 11. 
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White Leathey. 
Select a White Leather 
That's Right. 
Specify The Whitest White~LEVORS. 


CFs Di A'L@) arc © Om baler 


TANNERS OF CABRETTAS 


NEW YORK CLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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FERTILE SOIL 


Any community abound- 
ing in men who really 
discriminate in selecting 
Footwear, is ‘fertile soil” 
for the Merchant who 
handles 


LUNDIN SHOES 


Comfort, Elegance and Dura- 
bility characterize these fine 
Men’s Dress Welts. They 
make Trade, and they hold 
Trade. 


The LUNDIN Shoe is rightall through 


LUND-MAULDIN Co, 


MANUFACTURERS 
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Saint Louis 
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“Ready for Orders” 


ITHIN so short a time that it will 

seem almost like tomorrow the 

slogan “Shoes in Stock, Ready to Ship” 

is going to be the most magical one in 
the Industry! 
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Bates sounds that slogan now. 





Bates Shoes—fresh oxford styles for Mid-Summer and 
Autumn, and desirable boots for any time—are ready 
to ship from Chicago in-stock headquarters and from 
the Factory at Webster, Mass. 







There isn’t, at present, five cents’ worth of value ‘in 
trying to tell retail shoe men their own business. In 
these times each one of them has his own proposition 
—his own problem. 








BUT stores are going to need shoes, and Bates Shoes 
are going to help fill, quickly, some bad gaps in deal- 
ers’ shelves during the next few weeks. 
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** CLAREMONT ” 
Oxfords and Boots 


In Stock 
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No. 0216 
Semi - Brogue 
Cherry Veal 


7 amass 
++ <= 





TROVE iodo 


Our stocks on hand include semi-brogue oxfords also 
boots, same as the “‘Claremont,” shown here, and a wide 
range of other low and] high patterns that have large 
sale in Bates Agencies. 


ih ip hed spice oaed Bice ook Raa 
rey Ay eee AY 


ated Mth Thee 


¢ Nees Meme pad A” set ae 


nt a At 


As ite ¥ 


Aa ies cite Cat VRS IF 


Plenty of sizes; plenty of widths; instant shipping 
service. 


Bates’ permanent policy of highest obtainable value at 
moderate prices gives Bates Shoes a ready salability 
that, particularly in times like these, makes them val- 
uable assets in retail stores. 
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A. J. BATES COMPANY 


Central Distributing House, 33 SOUTH WELLS ST., CHICAGO, ILL. ob 
General Offices, WEBSTER, MASS. ee 
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B 2606 
Black Vici Kid 
Price $7.00 














Two Styles Being Closed Out At A:Price 


B2606 Black Vici Blucher, Pilgrim Last. Goodyear Wingfoot 
Rubber Heel, 12 Iron Single Sole Price $7.00 


B2646 Black Vici Blucher, Munson Last. Leather Heel, 12 Iron 
Single Sole i 
These numbers previously sold at $9 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England ”’ 


ae BROCKTON, MASS. —ikrn=sse Rocuene na 
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Busier Than Ever Is | : 
the Repair Shop! 
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Thousands of people in the last few months have formed 
the acquaintance of the repair shop. At present high 
prices, your ultimate customer, the consumer, expects 
your shoes to stand re-soling. 
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To meet this requirement is anything more essential 
than tough, strong welting of genuine tanned-in-the- 
hide quality? ‘ 
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The standard of excellence is 


Barbour Grooved Endless Welting 






Manufactured by 


BROCKTON RAND CO. 


BROCKTON, MASS. 
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For Better Business 
Next Winter 


IG _ profrts will come to dealers who have 
a full stock of good insoles next season. 
Here’s your chance to get the most profitable 
line on the market—the new (G/C Cork Insoles. 


An exclusive line of insoles with rare inherent 
qualities and every attractive, sales-pulling 
feature. (/C Cork Insoles are filled with 
genuine sheet cork and covered with hair and 
flannel in the warm, soft colorings that people 
take delight in. , 


OME are covered with hair; others are 

covered on one side or both with extra 
quality flannel. Most styles are bound at the 
edges with harmonizing tape—the rest are 
bound with a strong, serviceable, overlock 
stitch. 


Packed by the dozen in solid or assorted sizes. 


Orders accepted now at a fixed price for delivery 
at any reasonably deferred time. Last winter 
many orders for insoles could not be filled. 
There may be another shortage this {year. 


Better play safe! 


Send in your order today for a line of the new 
G/T Insoles. 


UNITED SHOE MACHINERY 
CORPORATION :: BOSTON 


J. K. Krieg Co., N. Y.,39 Warren . 
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Racine, Wis.—FACTORIES—Waupun, Wis. 


$ = .50 


Per Pair 






































Tas Is THe SHOE 





Everyone Is Talking About 


It is the Entire Output of our Waupun Factory 





Cocoa Brown, Full Grain Calfskin Uppers 
Nine Iron Rock Oak Outsole— 
_ Grain Leather Insole 


ORDER NOW 
In Stock 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 
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To build up a healthy 
men’s trade a store 
should have a strong 
men’s leader. 


Most stores try many 
shoes for this purpose. 


Those that try the 
DONLEY stick to it. 
This thoroughly Order a 


good all-leather \ Y, 
Goodyear Welt shoe ise Sample 


can profitably be ena, aot ° 
priced to suit the : a Dozen Pairs 
a TODAY 


majority of men— 
around $10.00. 


he 


er toes 


rea 


. E. DONLEY 
KENOSHA 
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Only one shoe is made 
in the Donley factory 
—and that’s this one. 


iy oe English last 
— Mahogany Bal— 
All Leather — Good- 
year Welt. 

Sizes 5 to 11. 


Widths AA to D. 


$ y sas Always in stock. 
N Price $7.50—less dis- 





ao e count. 
Less The best shoe that 
Discount can be made for the 
price —the best you 
can sell at a good 
margin of profit. 








SHOE .CO. — 
WISCONSIN ip Sai 
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LUCIUS BEEBE & SONS 


129 SOUTH ST. BOSTON, MASS. 





Vic! 
KID 


BLACK AND COLORED CHROME SOLE 
SHEEPSKINS | FINDINGS 











AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH 
BLACK AND COLORED SIDES 
CALF LININGS 
MAT CALF 
METAL CALF 
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tsezssem TANNING bom 
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SERVICE --I N-STOCK---- 


That Ready for immediate shipment 


SATISFIE S The biggest seller in our new 


fall line. An up-to-the-minute 


At each of our six distributing houses is style full of life and go. 
carried a complete stock of the best shoes 


for BOYS, GIRLS AND THE BABIES. No. 377 Mahogany Lace High Cut 
McKay Sewed. 





Your order is assured immediate and care- 
ful attention. All orders are shipped the 
same day asreceived. Weare the largest 
manufacturers in the world of this class 
of footwear. No. 1377 Same as above foot form last. 


HAS Wader Co. 


Exclusive Makers of Best Shoes for Boys, Girls 
and the Babies 


DISTRIBUTING HOUSES 


Philadelphia, 51 N. Third Street Chicago, 312 W. Monroe Street 
, Pittsburgh, 923 Penn Avenue New York 123 Duane Street 
St. Louis, 1408 Washington Street Boston, 110 Summer Street 
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iD Shoes 








UST as ‘“‘The Eagle” is recorded as a double constellation in the 

firmament and the brightest of its group so has BILLIKEN gone on 
record as a double constellation and the most attractive in the big 
field of children’s shoes. 


Plan now to stock Billikens for the Fall Season and attract 
more Children’s Trade. Let us show you how you can do this. 
Write for Billiken Proposition. 


M‘ElroySloan © .2:. 


Shoe Company 


ST.LOUIS MISSOURI 
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“QUALITY WITHOUT QUALIFICATION 
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Men’s Welts 


Quality That Is “DELIVERED” 


Many shoe merchants have looked in vain among the shoes they have ordered for 
“quality” that has been promised but for some reason has failed to arrive. 


The high grade calf or side leather shown in samples has been sidetracked and a lower grade substituted 
—the manufacturer found a “bargain” in a job lot of sole leather, and this takes the place of the first 
grade shown and promised. In other words, the little frailties of human nature are present in the shoe 
game, as they are in every other game that is played under the shining sun. 


As manufacturers of Pennington Quality Welts for men, we have tried from the very first to put into our 
shoes what we promise. We don’t pretend to be little gods on a pedestal, and we have slipped and fallen 
on several occasions, but sheer experience has taught us that, while it takes a little longer, we can make 
more money by keeping faith with the retail merchant than by any other way. 


So in addition to talking about QUALITY, we deliver it. 


The merchant who orders Pennington Welts gets the best that our money will buy in lasts, linings, leathers and trim- 
mings. Every detail of material and construction that is present in the samples from which the merchant places his 
order is faithfully carried out in factory production. 


For this reason the retail merchant who is eager to build a steady, satisfactory and profitable business with a line of 
popular-priced men’s shoes can do so with safety and speed by ordering Pennington Quality Welts. 


With these he gets two things—good shoes and a square deal. 


New Price List Effective August 2, 1920 
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Golden Brown Kid ; Mahogany Calf 
Havana Brown Kid ° Mahogany 
Black Kid " Mahogany 
Mahogany 
Black Calf 





Black Kid J 
Mahogany Calf le Gun Metal 
Lotus Calf . Gun Metal 
Wine Calf ° Nearly 100% of Our Orders _ Russia Calf 
Nut Brown Calf a Call for Goodyear Wing Russia Calf 
Foot Rubber Heels 


_PENNINGTON-CROWELL SHOE CO. 


Specialty Manufacturers of Men’s Quality Welts 


. MANCHESTER 32°. 96 NEW HAMPSHIRE 
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3 — NATIONAL 
ADVERTISING 


is the goose that lays the golden egg for 

















you—and for us. 


} Hostery 


has been advertised from coast to coast till 


“ONYX” is a household word. 


Are you sharing in the golden eggs our 


advertising has laid? 


Emery $6 Beers Company, inc. 


Sole Owners of “Onyx” Hosiery 


— 
= 
a 


1 & 


BROADWAY AT 24th STREET 
NEW YORK 


Sas 


Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bidg., State 1033 Chestnut Street 
and Monroe Sts. 


sx 
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San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. | ' 
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SATIN 
DOMINANCE 


J. EINSTEIN, Inc. 


9 Spruce St., New York 


It is not difficult to foresee 
now, that of all fabrics em- 
ployed in the making of fine 
footwear---Satin will dominate. 
Style-bend dictates this, and 
the fact is proven by the thou- 
sands of yards of EINSTEIN 
SATINS now on the cutting 
boards of leading shoe manu- 
facturers. These manufac- 
turers, however, would not be 
buying Satin if it were not 
just what the retail trade and 
the buying public want--if it 
were not for the fact that Satin 
looms up as a style certainty 


for Fall. 
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Retailing Shoes Without 
Guesswork 


Guessing just what shoes to buy for a sea- 
son’s stock with a degree oi accuracy in- 
suring a clean-up, requires ability to fore- 
cast the future, possessed by no one. 


True, occasionally a retailer hits it right, 
but that’s the exception. More money is 
lost in the retail shoe business by purchas- 
ing the wrong shoes than by bad accounts. 


How, then, can the retailer make sure of 
having the right shoes on his shelves to in- 
sure him against loss? 


The answer. is—stock shoes; not any old 
stock shoes, but branded stock shoes. 


Why branded stock shoes? 


Because, to begin with, there’s the implied 
manufacturer’s guarantee in every pair of 
shoes he puts his name on. 


Because Rice & Hutchins, Inc., as manu- 
facturers of branded stock shoes make it 


possible for retailers to do business without 
guesswork. 


How can this be? 


Because Rice & Hutchins, Inc., maintain 
nine distributing houses, centrally located, 
in each of which is carried a stock of the 
product of their various factories, each 
specializing on a kind or grade of shoes 
embracing everything in welts, McKays 
and turns for the whole family. 


Retailers, therefore, who do business with 
Rice & Hutchins, Inc., have this advan- 
tage—they buy only what they want in 
such quantities as they need for immediate 
business, and replenish their stock by sizing 
in over night. 


It’s the ability of the retailer doing busi- 
ness with Rice & Hutchins, Inc., to con- 
duct his business on a small stock of salable 
shoes frequently turned that enables him 
to “retail shoes without guesswork.” 


Rice & Hutchins, Inc. 


10 High Street, Boston, U. S. A. 
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